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Extra care in engineering....t makes a difference. 

Chrysler Corporation's new 
Fleet Purchase Program lets you 
save going in. Electronic Ignition 
lets you save going away. 

You couldn't ask for more. 

See your nearby Dodge or Chrysler/Plymouth 
dealer and ask him to show you how you can save a 
bundle on every fleet car you buy. Whether you want a 
Satellite, Coronet, Polara or Fury, he can offer you a 
substantial savings when you're enrolled in the new Fleet 
Purchase Program. Whether you buy one car or a 
hundred and one. And you get the savings right now, 
when you buy! 

Another advantage to driving a Chrysler fleet is 
Electronic Ignition, standard on all Chrysler 
Corporation cars built in this country. It's designed to 
save you money on maintenance for as long as you drive 
your fleet. Because Electronic Ignition has no points and 
no condenser, the major causes of ignition tune-ups are 
eliminated. So you won't need any ignition tune-ups, 
just a spark plug change at about 18,000 miles. Which 
means you'll save some valuable time as well as money. 

The new Fleet Purchase Program is happening 
right now at all Dodge and Chrysler/Plymouth dealers. 
See one soon for full details. Or call your Regional Fleet 
Office at the number listed below. 

CHRYSLER 
MOTORS CORPORATION 

FLEET REGIONAL OFFICES 
Atlanta 404/261-8314 
Boston 617/655-2810 
Chicago 312/593-3755 
Cincinnati 513/761-1327 
Cleveland 216/464-8921 

Dallas 214/242-8448 
Houston Branch 713/467-2884 

Denver 303/344-1330 
Detroit 313/539-3000 
Kansas City 913/432-3815 
Los Angeles 213/655-7470 

Memphis 901/365-4700 
Minneapolis 612/545-2811 
New York (White Plains). 914/761-1400 

(N.Y. Ci ty) . . . 212/697-7766 
Orlando 305/851-6510 
Philadelphia 215/667-0420 

Pittsburgh 412/923-1050 
Portland 503/643-4611 
St. Louis 314/731-6740 
San Francisco 415/981-2757 
Syracuse 315/437-3351 
Washington 301/779-5900 



\bu can save money on 
business insurance. 

Allstate makes it easy 
The Great Simplifier: 

Allstate's new Business 
Package Policy. 
There's no reason any

more to pay for separate policies 
protecting your business from 
property damage, liability, 
burglary, vandalism, business 
income loss or anything else. 

We've combined the various 
types of protection in one policy 
that's designed to save you time 
and money. You select precisely 
the coverage you want in each 
area. We give it to you in one 
simplified easy-to-locate policy. 

"Yeah, it's more convenient, 
but I bought it because 

I saved money.' 

You can eliminate the chance 
of costly overlaps and gaps in 
your protection. And you'll 
probably save a good bit of cash. 
With the Great Simplifier, 
you only pay for exactly what 
you want. It can be made as 
extensive as you need. 

It's simple. One policy, one agent, 
one company and one premium. 

There are already over 250,000 
businesses insured by Allstate. 
Practically every kind of business 
there is. 

Call Allstate for the no red tape 
way to save money on your 
business /\\\S\tfQ 
insurance. 

\buVe in good hands. 

file:///buVe


Nation's Business 

' /<A^w^ 

1 c I"* 

10 EXECUTIVE TRENDS 
When business dons a Santa suit ; the SEC's early warning system about 
companies; a new directory of recruiters; when you retire in A.D. 2002 

13 PANORAMA OF THE NATION'S BUSINESS 
American Indians go to Europe to drum up tourist trade; how to join an 
exclusive club and save money; Georgia-Pacific breaks a sound barrier 

17 SpUND OFF: IS THE MELTING POT ON THE BACK BURNER? 

21 THOSE FOUR MORE YEARS: WHAT WILL THEY BE LIKE? 
The second Nixon Administration, headed by a Chief Executive "who wants 
a big chapter in the history books," should prove to be highly eventful 

WHAT'S COMING UP ON CAPITOL HILL 
The stage is set for the new Congress to grapple with some crucial economic 
issues—and also for it to do some grappling with the man in the White House 

& A 
LESSONS OF LEADERSHIP: CHARLES B. McCOY OF DU PONT 
There's an accent on change at a giant, 170-year-old company, due in no small 
part to a chief executive with whom good management is an article of faith 

39 THIS MONTH'S GUEST ECONOMIST 
Dr. David Gilbert of First Pennsylvania Corp. examines the woman's role in the 
national work force, noting that it has changed and forecasting still more changes 

40 A PLAN TO MAKE FEDERAL BUDGETING MAKE SENSE 
The vastly wasteful, nobody-really-knows-what's-going-on Congressional approach 
to spending and taxing cries for reform, writes Tennessee's Sen. William E. Brock 

44 FORE! 
Like to play golf against an Alpine backdrop, or wind up a round at midnight 
with the sun still shining ? Here's how to mix business with pleasure in Europe 

CALL ME INDISPENSABLE . . . 
. . . Or: How to Survive in the Washington Bureaucracy; by that wel l-known expert 
on dynamic inaction and author of "When in Doubt, Mumble," Dr. James H. Boren 

Cover photograph by Dennis Brack - Black Star 

Nation's Business is published monthly at 1615 H Street N.W., Washington, D.C. 20006. Subscription rates: United 
States and possessions $29.75 for three years; Canadian $12 a year. Printed in U.S.A. Second class postage paid 
at Washington, D.C, and at additional mailing offices. © 1972 by Nation's Business—the Chamber ol Commerce of 
the United States. All rights reserved. Nation's Business is available by subscription only. Postmaster: please send 
form 3579 to 1615 H Street N.W., Washington, D.C. 20006. 
Editorial Headquarters-1615 H Street N.W., Washington, D.C. 20006. Circulation Headquarters-1615 H Street 
N.W., Washington, D.C. 20006. Advertising Headquarters—711 Third Avenue, New York, N.Y. 10017. Atlanta: James 
M. Yandle, 62 Perimeter Center East; Chicago: Herbert F. Ohmeis Jr., 33 North Dearborn Street; Cleveland: Gerald 
A. Warren, 1046 Hanna Bui lding; Detroit: Robert H. Gotshall, 825 Fisher Bui lding; Houston: McKinley Rhodes Jr., 
2990 Richmond Avenue; Philadelphia: Herman C. Sturm, 1034 Suburban Station Bui lding; San Francisco: 
Hugh Reynolds, 605 Market Street; Los Angeles: Scott, Marshall & Sands, Inc., 1830 West Eighth Street. 



VOLUME 60 
NUMBER 12 

DECEMBER 1972 

PUBLISHED IN WASHINGTON, D.C, BY THE CHAMBER OF COMMERCE OF THE 
UNITED STATES, THE NATIONAL FEDERATION OF ORGANIZATIONS REPRESENTING 
MORE THAN FIVE MILLION BUSINESS AND PROFESSIONAL PEOPLE AND COMPANIES. 

b ^ _ ^ £ f/o^f x^ / / ^ C ^ 0 6 

54 IS THE HMO JUST WHAT YOU ORDERED FOR THE DOCTOR? 
- / ^ ^ T h e health maintenance organization, with its emphasis more on prevention than 

\\t i on cure, is due for much debate in Congress and elsewhere in the months ahead 

^ 

58 GROUP THINKING: A PITFALL FOR ANY COMPANY 
Executives who swim against the tide—who aren't held back by what everyone 
else has to say—can keep your business buoyant; how do you get them to do it? 

62 DEFEATING A DEADLY ENEMY ON OUR HIGHWAYS 
Traditionally, the motorist who commits offense after offense after offense 
has been protected by public apathy; but now, a drive is on to stop him J ^ 

64 THOSE CRAFT BOARDS ARE "STRICTLY MALE" NO LONGER 
j/ Four of the union-management groups trying to hold down labor costs in the 

I* A ^ ^ o n s t r u c t ' o n
y ' 9 , d u s t r y 7 n o w n a v e a woman's touch; she's 25-year-old Debbie Imle 

^ 6 6 CRIME: A 

V* 
RUSHING BURDEN FOR SHIPPERS 

•^The transportation industry has been staggering under an increasingly heavy 
load of losses from hijackings and thefts—losses that are costly for all of us 

70 WHY IT'S FAIR WEATHER FOR NORWAY'S SHIPPING 
In a little country whose merchant fleet has grown gigantically, union 
and management have the same philosophy: "We're all in the same boat" 

74 BUSINESS: A LOOK AHEAD 
Stable mortgage interest rates predicted; an accounting of banks' Treasury 
accounts; a national raw materials policy; water from a cannon is dynamite 

76 EDITORIAL: A NEW BLUEPRINT? 
//(/tA^Jyhat landslide could really change the shape of things in this country 

ALSO . . . 
Memo From the Editor, page 6 ; Letters, page 8 ; Sound Off Response, 
page 18 ; SBA Report, page 30 ; The Past Is Prologue, page 53 ; 
Strictly Personal, page 65; Advertisers in This Issue, page 69 . . . 

PUBLISHER 
Arch N. Booth 

EDITOR 
Jack Wooldridge 

MANAGING EDITOR 
Wilbur Martin 

SENIOR EDITORS 
Sterling G. Slappey 
Henry Altman 

ASSOCIATE EDITORS 
John Costello 
Vernon Louviere 
Robert T. Gray 
Grover Heiman 
David McLean 

ADM. ASSISTANT 
Virginia Nida 

ART DIRECTOR 
Ralph Patterson 

ASSOCIATES 
Richard C. Freund 
Ann Owens 

ADM. ASSISTANT 
Carol Morgan 

ART CONSULTANT 
Yoichi R. Okamoto 

BUSINESS MANAGER 
William W. Owens 

ADVERTISING DIRECTOR 
W. Brett Pernne 

PRODUCTION MANAGER 
Harry N. Miller 

PRODUCTION EDITOR 
Judith Zeiler 

NATIONAL CIRCULATION DIRECTOR 
Thomas J. Ames 
ASSISTANT CIRCULATION DIRECTOR 
Harold E. Johnson 
DIRECTOR OF MAIL SALES 
Philip A. Sweeney 



This dangerous piece of equipment 
should be covered by Boiler Insurance. 



An ordinary ball bearing isn't as harmless as it 
looks. Bearings freeze. And break. And the resulting 
chain of circumstances can be unpredictable, dan
gerous and expensive. 

In the same sense, all machinery is dangerous. 
Yet a lot of plant equipment remains uninsured. 

The problem: the buyer's doubts 
Some buyers tend to forget that "Boiler" means 

"Boiler and Machinery" insurance. So they buy a pol
icy covering pressure vessels and let it go at that. Or, 
knowing that state laws make inspection of such items 
mandatory, they may feel that they don't have to be 
insured at all. 

It's no secret that accidents covered by Boiler 
and Machinery insurance can be catastrophic. Why 
then, is it so peculiarly neglected? 

Possibly because some executives think that 
other forms of insurance, such as Fire with Extended 
Coverage, are sufficient protection. And that buying 
Boiler and Machinery would be buying overlapping 
coverage. 

Not so. No other form of insurance can protect 
you against many specific hazards. And as for over
lapping, it can be minimized or even eliminated by 
exercising reasonable care in buying. 

Another reason may be the policy itself. The 
subject matter is technical, and is expressed in techni
cal language. So the buyer may conclude that it's a 
subject for the plant engineer rather than for the risk 
manager. 

Again, not so.The coverage is vital. And you don't 
have to become an engineer to buy or understand it. 

The goal: accident prevention 
Interestingly, as disastrous as boiler explosions 

can be, they don't happen frequently. The explanation 
is that the danger in boilers is so obvious that almost 
every state requires periodic inspection. 

The dangers lurking in machinery aren't as ob
vious. And therefore tend to be ignored. If all machin
ery were inspected as boilers are, accident frequencies 
might drop dramatically. 

When your equipment is covered by Boiler 
and Machinery insurance, at least you have a safe
guard. It is clearly in the insurance company's in
terest to try to prevent accidents. So it maintains a 
staff of field engineering representatives trained to 
inspect equipment. 

But there is no substitute for a program of 
thorough inspections, supervised by a plant's own 
safety department, in preventing accidents. 

Save premium dollars with minimal pain 
Boiler and Machinery insurance is essential. But 

it needn't be expensive. 
For instance, on three-year policies, the policy

holder is entitled to a "gradation credit" on the amount 
of premium over $3000. And with multiple locations, 
you can combine policies for a larger credit. 

Some equipment is used only seasonally. Some 
is standby, for emergency use only. In either case, ask 

whether you can get premium credits. 
Perhaps some of your equipment shouldn't be 

covered at all. If your deductible is $1000 you have 
little hope of recovery on losses involving items of 
equipment valued at less than that. You can effect 
savings by self-insuring them. 

If you occupy multiple locations, ask for a 
"Blanket Limit of Liability", which extends your larg
est amount of coverage to each location. 

But don't save on the coverage that counts 
Since most equipment contains hazards, the 

logical approach to coverage is to assume that what
ever can happen, will. 

A method of coverage which has become wide
spread is called the Blanket Group Plan. You just list 
categories instead of listing the specifically insured 
items. Premiums are based only on items covered, so 
you don't pay for something you don't need. And 
you're automatically covered for any new equipment, 
if it's at the named locations and in the insured 
categories. 

Most important, include Business Interruption 
coverage. Accidents to equipment have a nasty way 
of interrupting production. You may or may not need 
refinements like "consequential" coverage, which 
protects you against such losses as spoilage or deterio
ration resulting from an accident. But Business Inter
ruption coverage itself is so necessary that Boiler and 
Machinery insurance can hardly be completely effec
tive without it. 

Should you expect more than 
just claims payments? 

Unequivocally, yes. If a loss does occur, the staff 
of a knowledgeable insurance company can and should 
provide invaluable assistance.They're expertsat know
ing where to locate parts, replacements and services. 
And they have an obvious vested interest in getting 
you back into full production quickly. Especially when 
you have Business Interruption coverage. 

But the most valuable service you should expect 
is help in preventing losses in the first place. 

In short, you should expect the advantages of 
the knowledge and experience of a team of experts. 
And if you don't know who the experts are, ask your 
nearest Continental agent. 

He knows the right people. 

The Continental Insurance Companies 
Continental Insurance • Firemen's ol Newark • Fidelity & Casualty • Comm 
Niagara • Seaboard F.& M. • B u . 
Pr^^ r r? n k A'H i -«^ ' B o s ' o n Old Colony • 
HOME OFFICE: 80 MAIDEN LAI rork, New York 10038 



Memo From the Editor 
Nation's Business • Published by the Chamber of Commerce of the United States • 1615 H Street N.W.. Washington, D.C. 20006 

By now, you are probably as fed up as we are with 
analyses that rehash every conceivable angle of the 
Presidential election. So we're concentrating, as usual, 
on looking ahead. 

Our cover article—"Those Four More Years: What Will 
They Be Like?"—was several months in preparation. Our 
editors talked with government insiders at every level to 
get their best judgment on what will happen during the 
President's second term. You'll find that report on page 
21 , as well as a companion article about the next year in 
Congress on page 28. 

There can be little doubt that we're on the verge of a 
new era in government, if President Nixon seizes his op
portunity to change things (see editorial on page 76). 

Equally important, we are also on the verge of a new 
era in international trade. In the next few years America 
must prove anew that Yankee traders are the best in the 
world, or become a second-rate power economically. 

The Chamber of Commerce of the United States is 
keenly aware of the implications of this trade struggle 
for all of American business. A five-man team headed by 
Arch Booth, the National Chamber's Executive Vice Pres
ident and our publisher, has been on a three-week mis-

In Brussels (left to right): Arch Booth; Louis C. 
Boochever, of the U.S. Embassy; Sydney L. Jones, of 
the U.S. Mission to NATO; and Arthur A. Hartman, 
of the U.S. Mission to the European Communities. 
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sion to 10 cities in seven European countries, discussing 
trade, investment and monetary problems with govern
ment and business leaders. 

The mission had two chief purposes: The first was to 
develop closer working relationships with American 
Chambers of Commerce abroad (AmChams) and the na
tional business organizations in those countries. The 
second was to gain firsthand information on the Com
mon Market (the European Economic Community). 

Actually, these purposes were closely related. The Eu
ropean business organizations are tied in closely with the 
Market. So it becomes important that we know their 
views. 

The mission was especially timely in that three more 
nations will join the Common Market in January, making 
its population larger than ours and pushing its combined 
gross national product to about three fourths of ours. 

"The European economy is very exciting and promis
ing," Mr. Booth commented. "It is a mixture of opportuni
ties and challenges—challenges that must be dealt with. 
Their economies are on the rise, all to our good. There 
will be lots of customers for us." 

Congressional action is needed on two fronts to make 
America a better trading partner, Mr. Booth said. 

Legislation must be passed next year to authorize U.S. 
government participation in broad trade negotiations. 
American business will be handicapped unless this is 
done. 

It is also important that Congress reject legislation 
such as the Burke-Hartke bill—which would handicap 
U.S. companies in foreign competition—and other pro
tectionist measures. 

The National Chamber mission visited London, Paris, 
Frankfurt, Bonn, Brussels, Zurich, Geneva, Milan and 
Rome; in addition, Mr. Booth conferred in Madrid with 
representatives of 11 West European and Mediterranean 
countries. 

A report on the mission's findings has been requested 
by President Nixon. The report will also be presented to 
leaders of Congress and American business, with specific 
recommendations. 

How does all this affect you? To oversimplify greatly, 
it means the difference between prosperity and prob
lems. Everything we sell abroad creates jobs and profit 
here. That means people can buy more of your products 
or services. 

And I'll bet you want to sell more. 

N A T I O N S B U S I N E S S / D E C E M B E R 1972 



NCR Paper-
the eyes tell the 
story about our 
new Deep Blue 
image* 
Our new Deep Blue image makes eyes 

light up. 

Deep Blue, against an even whiter sheet, 

gives our carbonless copies much more 

contrast. Not only do you see it better, 

your copying machine sees it better. 

I This new system makes those fuzzy, 

smeary carbon copies a sorrier sight 

than ever. 

Deep Blue is another breakthrough from 

the people who invented carbonless 

paper. When you put NCR's business 

systems know-how together wi th 

Appleton's paper making and coating 

skill, a lot of good things happen. 

Our new 
Deep Blue image 
gets the eye of 

approval! 

This is the year 
NCR Paper means 

business* 
K^ 

W&Ow&b^ 
/ / ' 

Appleton Papers Inc., P.O. Box 348, Appleton, Wisconsin 54911, Subsidiary of NCR. /£L 



/\/No 
one 

will 
answer your 
telephone 
24 hours a 
day for less 

than 25^ 
...except 

Code-A-Phone® 
You sure can't hire a twenty-four 
hour secretary for 250 a day. Nor 
can you get goof-proof answering 
service for that kind of money. But 
you can have the total convenience 
of a Code-A-Phone telephone an
swering and recording system for 
less than 250 a day. And Code-A-
Phone will not only work around the 
clock, but it will answer every call 
and take every message word for 
word. Without mistakes. Other Code-
A-Phone features will let you take 
up to two full hours of dictation, or 
you can have a totally remote con
trolled Code-A-Phone. 
These are just some of the reasons 
we call Code-A-Phone the "perfect 
answer" to your ringing telephone. 
Write or call for complete informa
tion. Call Toll Free 800-547-4601. 
Ore. Residents Call Collect 774-9711. 

Dealer 
Inquiries 

Invited 

Send mc more 
information on the 
'•perfect answers" from Code-A-Phone. 
Send to: Ford Industries. Inc. 

5001 S. E. Johnson Creek Blvd. 
Portland. Oregon 97206 

NAME 

ADDRESS 

CITY 

STATE ZIP 

Letters 

Proper Property Taxes 
• Re : " Is I t T ime to Reform the 
Proper ty T a x ? " [Sep tember ] . 

As a member of the Advisory 
(Finance) Committee and an elected 
official (selectman) in the Town of 
Scituate, Mass., for a goodly number 
of years, I was so appalled at one of 
the contentions of Perry Prent ice in 
this article that I felt I should ex
press another point of view. 

Mr. Prentice says: "Land is taxed 
so lightly that in-city landowners 
are under too little tax pressure to 
put it to good use and suburban 
landowners can afford to hold mil
lions of acres . . . off the market 
until they can get tomorrow's prices 
today. . . ." And further: " I t would 
be profitable for owners of all the 
vacant lots . . . now pre-empting so 
much valuable Milwaukee land to 
erect buildings that make better use 
of the sites." 

I can only interpret these state
ments and others as suggesting that 
the best use of the land is the most 
intensive use. And Mr. Prentice sug
gests that property be taxed a t the 
rate for its best use in order to force 
it on the market and compel the best 
use. 

Let us try to run that to a logical 
conclusion. Instead of a small house, 
build high-rise apar tments from lot 
line to lot line; but even better, build 
factories and office buildings. Per
haps an ul t imate intensive use is 
illustrated by the building of a nu
clear generating plant in the historic 

town of Plymouth, Mass. Is this what 
we should strive for? 

One does not have to be a con
servationist to appreciate that much 
open space around one's own home 
and in general is a valuable asset— 
hence the move to the suburbs and 
farmlands. 

Assessors from many communities 
confirm that taxation of large tracts 
of vacant land a t best-use values 
would throw this land on the market 
at depressed prices and force divi
sion into small cheap parcels. 

Areas with the cheapest and small
est lots have the least expensive 
houses. Such areas are more densely 
populated, and require more schools 
and other municipal services than 
areas with larger lots and more ex
pensive houses. " T h e areas which 
cost a town the most," say the as
sessors, "are the most densely pop
ulated." 

I can agree that there are in
equities in the property tax—and 
other taxes—and that reform is need
ed. But forcing all land onto the 
market? God forbid! 

J . RUSSELL HARPER 
Scituate, Mast. 

• I strongly disagree with a high tax 
on land and a low tax on improve
ments . 

Wha t about people who are far-
sighted enough to purchase home 
sites for use when they retire? 
Should they pay the bulk of the 
county and state taxes when they 

changing 
your 

address? 
Please attach the latest 
address label from your 

Nation's Business cover in 
the space above, print your 
new address, and mail this 
form to Nation's Business. 

Important: Allow five 
weeks for address change. 

Whenever you write us about 
your subscription, please include the latest 
address label for prompt service. 

name 

co. name 

address 

city state zip code 
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are not sending children to school 
from that land, and not using the fire 
department or police department? 

Business property, rental dwell
ings, etc., should be completely sep
arated from non-income property. 

Then there should be no tax on 
non-income property. The revenue 
need it fills should be handled on an 
income-tax, local-sales-tax basis. This 
should make for a fairer tax system, 
with everyone paying the bulk of 
their taxes during their higher in
come years. 

w . o . SHAFER 
Idaho Spring*, Cola. 

A plug for Schmitz 
• Re "Two Businessmen, Two 
Views" | October |. Since almost all 
the news and communications media 
decided to again ignore my candidate 
of the American Party, my fellow 
businessmen did not have the op
portunity to vote for lower taxes, sen
sible tariffs, reduced federal govern
ment controls and the free enterprise 
system. 

Couldn't you have seen it in your 
heart to offer at least one half page 
to a businessman voting for Con
gressman John Schmitz? After all, 
George Wallace, the man you ignored 
four years ago, received a substan
tial vote even though he was largely 
smeared or ignored by the magazines 
in 1988. I am sure you realize the 
voters in the Democratic primaries 
were in favor of the American Party 
principles at the time the Reds ar
ranged for Wallace to be shot. 

KENNETH E. MaCPHERSON JR. 
President 
MaePherson 4 Co. 
Kin a. OHIO 

I Editor's Note: Mr. Schmitz was not 
regarded as a major candidate. NA-
I ION'S BUSINESS carried three lengthy 
articles on George Wallace in 1968 
ond published an interview with him 
—as well as interviews with other 
'Presidential possibles"—in Novem
ber, 1971.1 

Zoning vs. no zoning 
• In the "Three Cities Turn the 
Corner" article on Milwaukee | Oc
tober | a comment was ascribed to me 
that inaccurately presents mv views 
°n the relationship between zoning 
•'"id municipal growth. 

I was quoted as saying: "I'd swap 
°ur tight zoning for no zoning in a 
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minute." The quote, however, should 
have read: "I would swap our tight 
zoning for Houston's form of no zon
ing in a minute." 

I had been discussing the fact that 
Houston, Texas, is able to statutorily 
eliminate the emergence of compet
ing municipal growth in a large area 
outside its present city limits -an 
advantage Milwaukee and other cit
ies do not enjoy. 

While I do not admire the present 
state of master planning and zoning. 
even in my own city, I do think some 
zoning is preferable to no zoning 
where a city does not possess Hous
ton's unique ability to control its 
outlying growth. We must find a 
proper balance between protecting 
the individual property owner and 
remaining open to the dynamic 
forces of the marketplace. 

KENNETH FRY 
Commissioner of City Development 
fit a of Milwaukee 
Miliiiiiil.n, Wise. 

• Re your "Three Cities" article on 
Pennsylvania's Greater Pittston area 
| October |. Somebody goofed! 

Yes, in 1969 Germany's Schott Op
tical Glass Corp. selected a new plant 
site, but in Duryea, Pa., not in Pitts
ton. Duryea is a neighboring town. 
The citizens of the little old borough 
would probably string you up if you 
called them Pittstonians! They are 
proud of Duryea and of the fact that 
Schott has located there, as well as 
Topps Gum, largest gum manufac
turing plant in the world. 

How do I know Schott is in Du
ryea? My dad, John B. Salek. just 
happened to be mayor of Duryea 
when the plant site was selected in 
my home town! 

O.K., the piece is good and I ad
mire the courage of the people in the 
Greater Pittston area, but let's 
straighten out the facts a little. 

MBS. JOHN ('. DAVIS 
Austin, TV 

A lashing sermon 
• I write you as a salesman who has 
been calling on merchants of all 
kinds for 14 years and as one with 
the ability to observe a degeneration 
of business practices. 

It is business itself that has la
mentably made it necessary to form 
consumer complaint groups with 
their legal aids. I believe the entire' 
situation has come about through 
unreliable, minor, company officials 

being officious in protecting their su
periors. 

The key officials who have the say-
so authority are protected to the 
point of not knowing the consumer's 
real plight. If they were really more 
aware of the scope of coldness, pas-
si veness and inconsideration dealt 
letters of complaint, I just can't be
lieve they would condone such 
practices. 

Business is losing the ability to 
communicate, to retain goodwill and 
integrity. It needs a lashing sermon 
to bring it to the realization that its 
moral obligations are even greater 
than its business obligations if it ex
pects to prevent its being wrecked by 
the forces of immorality. 

I sell quality and integrity. I sell 
goodwill. I believe it is mature to 
respect the expressions of the im
mature. Doing one's "thing" success
fully depends on integrity and re
spect for each other. No hedging! 
Anything less is creeping devasta
tion. A business can only do its 
"thing" successfully on that premise. 

ALFRED G. FARWELL 

SAVE NOW ON 
EXECUTIVE 
LOANS 

$2,000 to $14,000 
INSTANT CASH BY PHONE-
ABSOLUTE PRIVACY 
You save as much as 18% or more 
on interest rates with TWS 
compared to other executive loan 
services. And you get more money, 
as much as $14,000, in your hands 
as fast or faster than you could 
get it locally. Loans made in com
plete privacy, no embarrassing 
investigations. Tens of thousands 
of satisfied customers throughout 
the U.S. TWS makes loans only 
to executives, military officers, 
and professional personnel . . . 
that's why you get more money 
and a better deal. 

Get the facts now—without 
obligation. 

Call our toll-free 
"LOAN LINE" 

(800)527-6301 
From Texas, phone COLLECT 
(214) 638-2840. 

Trans World Services, inc. 
An Affiliate of The Continental Corporation 
Suite 404, Stemmons Tower West 
Dallas, Texas 75207 



We give you 
10 seconds 

to reach 
the foreman 

If you had an Executone 
Communications System you could 
reach the foreman, the office 
manager, the personnel director, or 
anyone in the company within 
seconds. 

You'd have Executone Intercom 
stations in all offices and key 
locations. At the touch of a button, 
you could talk directly to your man. 
He could answer from anywhere in 
the room, or use the handset to 
talk privately. And if you had 
Executone Pocket Page in 
combination with your intercom 
system, you could reach your people 
anywhere in the office or plant, 
even between buildings. 

An Executone System quickly 
pays for itself. Because it helps your 
business run more smoothly, cuts 
overhead costs and improves 
customer service. 

Send in the coupon below for free 
portfolio, "How to Save with 
Intercom and Pocket Page." 

Fxeci/Jone intercom 
Executone, Inc., Dept. B-l 
29-10 Thomson Ave. 
Long Island City, N.Y. 11101 
• Please send free portfolio,"How to 

Save with Intercom & Pocket Page.' 
• Have your representative phone 

for an appointment. 

N ame. 
Company. 

Address 

City .State. .Zip. 

In Canada: 331 Bartlett Avenue, Toronto. 

Executive Trends BY JOHN COSTELLO 
Associate Editor 

The bah, humbug 
syndrome? 

Businesses don't have it. 
They're playing the Santa Claus 

role to the hilt. 
In 1970, only 61 per cent gave 

Christmas gifts, a Dartnell Corp. 
survey shows. 

This year, the publishing firm re
ports, far more will. 

"Take manufacturers," a spokes
man says; "66 per cent now say 
they'll play good St. Nick. 

"With service firms, it's 60 per 
cent. But others even outdo the man
ufacturers. 

"For example, 79 per cent of 
wholesale firms will give Christmas 
gifts; retail firms, 72 per cent." 

The Specialty Advertising Associ
ation senses the same trend. 

"Last year," says President Robert 
C. Rollings, "many companies went 
on an austerity kick. This year, more 
are splurging." 

However, he adds, there are signs 
"that fewer companies blow their 
wads at Christmas. More are spread
ing their spending over the whole 
year, especially on promotional items 
to keep reminding the customer that 
they're there." 

Most gifts cost between $5 and $7, 
the Association finds. Usually they 
go to employees, as well as customers 
and good prospects. 

But one of the Association's mem
bers, Brown and Bigelow, is doing 
well with big ticket items, too. 

Like Norman Rockwell dinner 
plates depicting young love—$60 for 
a set of four. 

"We've sold more than 4,000 sets," 
says spokesman John Lee, "as well as 
a quarter-million dollars worth of a 
handsome, king-sized, leather-bound 
$24.30 edition of 'The Graphic Story 
of the American Presidents.' " 

The firm also offers a hand-crafted 
ship model of the Rattlesnake, a U.S. 

executives / professional people ^ ^ H 

LOANS V. $5000 
Your signature only. No security required. 
Attractive annual percentage rate of 17%. 

Fast service. Write for complete details. 
C. E. Wilson, Vice President 

POSTAL THRIFT LOANS. INC., Dept. 129-X 
703 Douglas St., Sioux City, Iowa 51 lu i ! 

one of THE ST. PAUL COMPANIES 

privateer that sailed the high seas in 
1781. 

Price: $2,200. 
"We sold two to a Texas oil firm," 

Mr. Lee says, "and could have sold a 
bunch to an Eastern bank. 

"But they wanted one for each di
vision—and we couldn't mass pro
duce 'em." 

Starting the year 
off right 

Don't count on doing business in 
Britain this Dec. 26. That's Boxing 
Day—a national holiday. 

Nor in Japan on May 3. That's 
Constitution Memorial Day there. 

International holidays are among 
the useful items found in the "Execu
tive Diary Set 1973," put out by Le
viathan House in New York ($14.50). 

It also helps you keep track of your 
daily cash balance, monthly sales and 
new business contacts, as well as ap
pointments. That's all in a small 
pocket diary. There's also a big desk 
edition for much more detailed en
tries: Profitability, capital usage, "de
cision trees"—in all, 21 key items of 
information. 

Says Britain's C. Northcote Par
kinson, Leviathan House chairman 
and discoverer of Parkinson's Law: 
"How people use their time—or waste 
it—is what the law's all about. These 
diaries help you beat it." 

Or, get the year off to a good start. 

Do companies know 
how well they'll do? 

Washington thinks they should. 
For example, William J. Casey*! 

chairman, Securities and Exchange 
Commission, has faith in forecasts. 

He told the National Investor Re
lations Institute recently that SEC 
hopes to set up an early warning fly*" 
tern based on them. 

In an effort to protect investors, it 
will start naming firms headed f°r 

the shoals. How will you get on the 
SEC mortality list? 

Whenever your auditor entertain!' 
"serious reservations" about your fU" 
ture survival. One example would be 
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Continental 
We add assurance to life in the unsure world 

of qualified retirement plans 

...with a new fixed and variable annuity contract. 
Imagine the uncertainties of your corporate 
retirement plan. 

Should the pay-in be directed to guaran
teed or equity funding, or both? In what 
proportion? Will the benefits be cash, accu
mulation, annuities or a combination? And 
what if the needs change years from now? 

Continental's new open-ended contract 
provides the answers. It can be a total fund
ing vehicle by itself, combined with life 
insurance or used to complement other in
vestment media. 

This single document not only provides 
fixed and equity investments, with both 
fixed and variable payment options, but also 
includes professional money management. 

You may select the investment mix you 

want and adjust that proportion at any time 
to meet changing needs. Accumulated funds 
can even be transferred to the companion 
fund—any time. Settlement options include 
cash, accumulation in one or both funds, and 
annuity payments in a variety of modes. 

Administration advantages include com
puter reports on contributions and accumu
lations for the corporation and employees— 
both voluntary and required. 

Maybe it is time you reviewed your retire
ment program. Ask your insurance broker 
or a Continental Assurance man (^L 
about this more flexible method—soon? 

CONTINENTrlLfiSSURflNGE 0. 
A PARI Ol CNA FINANCIAL CORPQRAVON 



Now, the 
Desk Diary 
that travels. 
New from Rand-McNally 

Hundreds of businessmen designed 
this book. Rand-McNally organized its 
324 pages from a national survey. 
Space for appointments, things to do, 
and expenses are easier to use than 
ever! Address book section. 178 pages 
of U.S. & world data and maps. De
tailed downtown city maps. Local cur
rency exchange rates, hotels, restau
rants, transportation, banks, embassies, 
and more. Easy to remove sections to 
take on trips. Annual update sections 
available. Handsome brown, padded 
multi-ring binder. Your personal im
print, if you wish. You don't really have 
a travelling business diary till you own 
this one! 

Only $19.95 . . . Mail Coupon Today 
r — — — — — — — — — — — — — — — — -i 

Rand-McNally International Desk Diary 
$19.95 plus $1.95 shipping. Personal im
print $1.00 extra. (Offer expires Feb. 28, 
1973). We guarantee shipment within 21 
days. 
MAILMART 
Dept. MM-129, 485 Madison Avenue 
New York, New York 10022 
Send me Diaries. Total price $ 
• With my name imprinted 

as follows 
n No imprint 
• Check or money order (made out to 

MailMart) enclosed . . . Or charge to 
• American Express; • Diner's Club 

• Master Charge 
Interbank No Expiration Date 

(located above your name) 

Card # 
Name 
Street 
City . 
State 
Signature. 

.Zip. 

Executive Trends continued 

an auditor 's refusal to sign a certified 
financial s tatement, an S E C spokes
man says. 

But not everyone shares SEC ' s 
confidence in forecasts. 

N I R I asked its members, who are 
company officials concerned with in
vestor relations: How accurate are 
earnings estimates? 

Forty-eight out of 100 said they 
didn ' t think their companies could 
come within 10 per cent—even look
ing just one year ahead. Only two 
out of a hundred thought theirs could 
predict earnings "very precisely." 

Then, N I R I polled its members on 
this proposition: 

" M a n y kinds of business are of 
such an uncertain or variable nature 
as to make it very difficult, if not im
possible, to forecast earnings with 
reasonable accuracy." 

Eighty-two per cent said they 
agree. 

New guide to 
recruiters 

I t ' s a 58-page "Directory of Execu
tive Recrui ters ," listing some 450 
firms. 

Tha t ' s a lot, though not all. 
As the publisher, Consultants 

News, of Fitzwilliam, N.H. , says: 
"Turnover in this business is high; 
new firms are constantly being 
formed, par tnerships dissolve, ad
dresses change." 

Hundreds of other firms, or indi
viduals, CN adds, offer "executive1 

search" services, but most are small 
or regional. "Still others ," it says, 
"offer counseling or other services for 
which the individual must pay." 

Tha t ' s verholen under the code of 
ethics of the Association of Executive 
Recruit ing Consultants , which says 
recruiters work for a company and 
are paid by it. The new directory 
($5) replaces an April, 1971, edition. 

I t ' s most useful to firms that need 

Jfe GET CAPITAL 
RAISE »500 TO »2 MILLION IN AS 

^ f LITTLE AS TEN DAYS 
\ ) ' " Let David Magee. lamed business consultant, help you jet 

* m, money Finance capital, loans, grants.cash to start a business 
V FREE TRIAL OFFER - SEM NO MONEY 

He's helped thousands 2.618 cash sources Results or you pay nothing Write 
lor details" 

N A T I O N A L C O U N S E L O R R E P O R T S 
0*pt , Kcrrvill*. T*«a« 7S02S 

a skilled talent scout. However, it 
also can help an executive itching to 
move. Especially if he sends off a 
resume that happens to match a re
cruiter 's current assignment. 

Recruiters will a t least look at re
sumes—but most don' t file them. 

How to retire on 
$1,111 a month 

I t ' s easy, says one expert. 
Believe it or not, that 's what you'll 

get from Social Security in A.D. 
2002 if you're 35 now and have a 
long enough working life, he says. 

T o cash in, you must keep your 
nose to the grindstone until you're 
65. And you must also earn enough 
to rate top benefits. 

If or when your wife's 65, you'll 
get another $555. Tha t ' s more than 
$1,600 for the two of you. 

Hard to believe? 
Well, it's all the result of this 

year 's rewrite of our Social Security 
law. It put a built-in escalator into 
the law to cover future hikes in the 
cost of living. 

"We assume these increases will 
average about 2.75 per cent a year. ' 
says Robert D. Paul , president, Mar
tin E. Segal Co., Inc., New York pen
sion consultants. 

"And that wages and salaries will 
creep up about 5 per cent year ly ." 

Rut every silver lining has a cloud-
Your $1,111 in benefits mean sev

eral things. 
One, Uncle Sam will be taking big

ger chunks from your pay. 
"Soon," Mr. Paul says, "Social 

Security tax rates will be at least 6 
per cent of the employee's pay. 

"And they'll probably apply to sal
aries up to $20,000 a year. 

"So the executive in that bracket 
will he forking over at least $1,200 8 
year in Social Security taxes." 

Another drawback a cheaper dol
lar. "Tha t $1,111 will be worth only 
about $492 in today's dollars ," Mr. 
Paul adds. 

What ' s the moral for employers? 
"Take a new look at your private 

pension plan," Mr. Paul counsels-
"Especially if it's tied into Social Se
curi ty." 
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PANORAMA of the nation's business 2 VERNON LOUVIERE 
Associate Editor 

•tAsU. 

Tourism: A Feather 
in the Crow's Hat 

Emma Tillie Bird Hat and Hugh Little 
Owl have gone to Europe to drum up 
tourist trade for America. 

They are part of a contingent of 16 
Crow Indians who spent three weeks 
on the Continent last month encour
aging Europeans to visit Indian reser
vations in this country. 

Europeans are being offered pack
age tours—two for seven days and 
one for 15—that include visits to the 
Crow, Blackfeet, Northern Cheyenne 
and Flathead reservations in Montana 
and the Wind River reservation in 
Wyoming. 

Already, 600 West Germans have 
signed up for the first tour in 1973. 
German interest in the American In
dian has been high for decades, 
thanks in part to a series of popular 
books by German author Karl May, 
who vividly portrayed the Plains tribes 
men although he never visited the 
United States. 

The Crows donned colorful regalia 

Indian students' art is used on travel 
posters to encourage Europeans 
to visit reservations in America. 

to entertain audiences in Europe. They 
staged the Indian pipe ceremony in 
which tobacco smoke is supposed to 
establish contact with the Great Spirit, 
and they depicted their early history 
in a series of interpretive dances. 

In a sentimental highlight of their 
journey, they went to the tomb of 
French Field Marshal Ferdinand Foch. 
The World War I Allied leader, in his 
declining years, visited the Crow reser
vation, where Chief Plenty Coups con
ferred on him the Crows' highest 
honor by naming him "chief of all 
chiefs." 

Louis R. Bruce, he3d of the U.S. 
Bureau of Indian Affairs, which helped 
finance the Indians' trip, comments: 

"As far as I know this is the first 
successful effort to attract Europeans 
to the United States on the basis of 
its unique culture—the American 
Indians. 

"These tours will bring dollars to 
the Indian reservations. They will 
bring money to the United States from 
abroad. They will help build goodwill. 
We are proud to be part of an effort 
that involves so many pluses." • 

Savings and Loans' 
Clubs Are a Hit 

How would you like to join an exclu
sive club and at the same time enjoy 
what amounts to a juicy return on a 
$5,000 investment? 

State Mutual Savings and Loan As
sociation of Los Angeles established a 
Statesman's Club five years ago to ex
pand its savings accounts and reduce 
turnover of funds. 

Now there are Statesman's Clubs in 
cities in a dozen states, and their 
number is growing steadily. 

Anyone with an account of at least 
$5,000 in one of 17 participating sav
ings and loan associations can join. 
Reciprocal privileges are extended by 
each club. Available are such services 
as low-cost travel tours, discount car 

rentals from the Hertz Corp., reduced 
rates at Hyatt Corp. hotels and motels, 
and free travelers' cheques. 

And there's more. Participating 
S&L's all maintain Statesman's Club 
lounges on their premises. Visiting 
club members get free use of safety 
deposit boxes and notary public ser
vice, and private offices and confer
ence rooms are available. Hostesses 
serve refreshments and there are cen
ters for handling messages. Some 
clubs even sponsor social activities 
and financial seminars. 

Far West Financial Corp., which 
owns State Mutual, created FWF En
terprises to license other S&L's to 
establish Statesman's Clubs. The goal 
is 50 clubs across the country. 

Jack E. Rogers, general manager 
and vice president of FWF Enterprises, 
says one factor that should make the 

club idea attractive to more S&L's is 
their fund withdrawal rates. The av
erage rate for S&L's is 80 per cent— 
meaning depositors withdraw 80 cents 
for every dollar they put in. At State 
Mutual the rate is 11 per cent. 

Additionally, the typical S&L has 
most of its customers within a two-
mile radius of its office. At State Mu
tual, customers come from as far as 
40 miles away. 

"We know this idea has snob ap
peal," Mr. Rogers explains, "but it has 
a practical financial side as wall. 

"It certainly has advantages for the 
Statesman's Club member. A busi
nessman who travels about once a 
month can save up to $750 in a year 
by using club discount rates. That's 
the equivalent of a 10-to-l 5 per cent re
turn on $5,000." • 

continued on next page 
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r cinOrcimS. continued 

Deafness Is No Barrier 
to These Employees 

Georgia-Pacific Corp. encourages em
ployees at its Portland, Oregon, head
quarters to talk around the drinking 
fountain. If they talk in sign language, 
that is. 

Learning sign language became a 
fad in the computer department after 
the company began hiring deaf work
ers and some of their colleagues tired 
of having to communicate with them 
by passing notes back and forth. 

Georgia-Pacific has picked up the 
tab for four employees to take eve
ning classes in sign language at Port
land State University. Other workers 
are now interested and the company is 
willing to send them to school, too. 

The idea of going to school origi
nated with Mrs. Myrtle Klassen, a 
manager of keypunch operations who 
supervises the deaf workers. She and 
Miss Becky Davis, a lead operator, 
were planning to enroll at their own 
expense when Georgia-Pacific got 
wind of their plans and agreed to 
underwrite the tuition as part of a 
company-wide continuing education 
program for employees in various 
fields. 

Two other women later completed 
sign langujge courses under the pro
gram. 

Mastering the second language, 
Mrs. Klassen says, "speeds commu-

"Right on," says deaf Georgia-Pacific employee Leslie Kerber 
(left). And Kikki Dwornicki, who was sent to school by the 
company to learn sign language, comes back with: "Thank you." 

nication with deaf employees and 
makes all of us more comfortable 
and able to enjoy each other's com
pany." 

The nonhandicapped users of sign 
language, who learned the signs for 
565 words as well as the alphabet 
and numbers, have discovered that 
each deaf co-worker "speaks" with her 
own "accent." This is because of vary
ing learning circumstances, and age 
and personality differences. 

And, like those without hearing dif

ficulties, the deaf continue to learn as 
new words and expressions appear. 

The process is more difficult for 
some than others. Take the phrase 
"right on." The youngest deaf worker 
had no trouble picking it up. But a 
little time was needed to explain its 
nuances to one of the older deat 
women. 

Mrs. Klassen says the deaf have 
made excellent keypunch operators. 
They have an advantage over fellow 
workers—no noise fatigue. • 

A Lobbying Voice 
for U.S. Shareholders 

A largely unorganized group—the na
tion's 32 million stockholders—now 
has a lobbying voice in Washington. 

Stockholders of America, Inc., 
among other things, is working toward 
what it considers more realistic and 
fairer government regulations which 
affect prices, productivity and profits 
—the lifeblood of securities. 

Founder and president of Stock
holders is Mrs. Margaret Cox Sullivan, 
a long-time lobbyist and corporate 
representative in the nation's capital. 

Her organization's main thrust at 

this time is toward the lifting of fed
eral voluntary controls on dividends, 
wnich are not supposed to rise more 
than 4 per cent. It argues that divi
dend payments, in a slump until re
cently, have contributed little to in
flation and that shareholders should 
therefore not be penalized. 

The organization does not offer 
investment counseling. It is solely de
signed to inform its members of is
sues at the federal level affecting their 
investments, and to lobby in their 
behalf. 

"We feel it is the investors who 
provide the funding to finance the na
tional economy either directly or in
directly," says Mrs. Sullivan. "It is 

their monies . . . acquired from . • • 
sources already taxed which are in
vested . . . with the expectation of a 
return. 

"With this in mind it is our position 
that the control of dividends at this 
time is not warranted. It has a stifling 
effect and may prove harmful to the 
atmosphere of confidence which is 

essential to the investment commu
nity." 

Mrs. Sullivan invites shareholders 
to join her organization "to be im 
formed, to restore confidence, to ob
tain a better balance between govern
ment and business and to create a 
sustained, sound economy and keep 
the dollar stable." • 
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Tomorrow's successes depend on the plans you 
make today. Your most important plans often in

volve people. We're involved, too. With placing 
people who will perform today. And help you 
build for tomorrow. 

We also save you time and money. 
If you're interested in finding rather than 

looking for quality people . . . let's talk! 
Look us up in the White Pages. 

Where New Futures Begin 



©® .•j*ss*L* The U S. Government doe* not pay tor tht$ advertisement. 
• ^ V H .s presented as a public service in cooperation with The 
rt?« Department of the Treasury and The Advertising Council. 

The 
Payroll Savings Plan 

helps you save 
some of your living 

for later. 

Sure there are lots of things you want 
right now. Lots of things you need. 

But, the sun's going to shine tomor
row, too. 

That's why it's important you do 
something today to build a little nest 
egg for the future. And there's no 
easier way to do that than by joining 
the Payroll Savings Plan where you 
work. You sign up once and any 
amount you specify will be set aside 
from each paycheck and used to buy 
U.S. Savings Bonds. 

The Payroll Savings Plan. The per
fect way to help your good life stay 
that way. 

Now E Bonds pay 5H% interest when held to 
maturity of 5 years, 10 months (4% the first 
year). Bonds are replaced if lost, stolen, or 
destroyed. When needed they can be cashed -k 
at your bank. Interest is not subject to state 
or local income taxes, and federal tax may 
be deferred until redemption. *? 

Take stock in America. 
Join the Payroll Savings Plan. 



Sound Off to the Editor 

Is the Melting Pot on the Back Burner? 
"Give me your tired, your poor, 

your huddled masses yearning to 
breathe free, the wretched refuse of 
your teeming shore," said the poem 
inscribed on a tablet at the base of 
the Statue of Liberty in 1903. 

"Send these, the homeless, tem
pest-tost to me. . . ." 

What would happen to them in the 
land of the Pilgrims' pride? 

The proverbial "any schoolboy" of 
generations gone by knew the answer. 
They'd "become Americans." 

Our famed melting pot would work 
its magic. Plop into it an Italian or an 
Irishman, a German or a Greek, a 
Pole or a Portuguese, and out would 
come a reasonable facsimile of a 
Mayflower passenger's descendant. If 
the melting process wasn't complete 
for a thick-accented father, it surely 
would be for his son or grandson. 

.The magic did work—on millions. 
Hyphenated Americanism, it was 

widely assumed, would someday be

come a thing of the past. And now? 
"Delegates from more than a dozen 

states will gather in Dallas in what 
they hope will be the first step in the 
formation of a nationwide Mexican-
American political arm . . . the Raza 
Unida Party," reported an Associat
ed Press dispatch a few months ago. 

In both the Republican and Demo
cratic campaigning that climaxed 
Nov. 7 there was much concern with 
the "ethnics," and with the "black 
vote," the "Catholic vote" and the 
"Jewish vote." Each party had spe
cialists working on such so-called 
voting blocs. 

Sometimes, preoccupation of this 
sort has extended far beyond the po
litical area. African garb is worn 
these days by Americans whose most 
recent African-born forebear died 
more than a century ago, for exam
ple, and there is much agitation for 
emphasizing blacks' history in schools 
which have heavy black enrollments. 

All this is evidence that Americans 
now put less store in the idea of the 
melting pot, some observers argue. 

Others, though, say the pot is 
working its magic just as in days of 
yore. They cite giant strides toward 
overcoming ethnic, racial or religious 
barriers in this country, and point out 
that countless citizens who supposed
ly are in those "blocs" really think— 
and vote—simply as Americans. 

If the melting process doesn't seem 
as spectacular as it once did, they 
say. it's because there's comparative
ly little left to melt. Inevitably, they 
add, equal opportunity and such in
fluences as television and Americans' 
mobility—one family in five, it's esti
mated, changes residence in any giv
en year—will complete the process. 

Anyway, some argue, the melting 
pot never was supposed to eliminate 
every single trace of disparity. 

What do you think? Is the melting 
pot on the back burner? 

Jack Wooldridge, Editor 
Nation's Business 
1615 H Street N.W. 
Washington, D.C. 20006 

Is the melting pot on the back burner? • Yes • No 

Comments: 

Name and title 
(PLEASE PRINT) 

Company 

City 
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Sound Off Response 
Finding Cold Comfort in the Thaw 

While the Iron and Bamboo Cur
tains may have lifted a bit, offering 
tantalizing prospects of reduced hos
tility and increased trade, NATION'S 
BUSINESS readers overwhelmingly 
answer No to October's "Sound Off 
to the Editor" question, "Has the 
Cold W7ar ended?" 

By a 10 to one margin, those tak
ing part in the survey indicate they 
don't think the Marxist leopards 
have really changed their spots. 

"Anyone who thinks the Cold War 
has ended ought to have his head 
examined," says R.D. Haynes, vice 
president of the Spink County Bank, 
Redfield, S. Dak. 

L.G. Wilson, president of Indus
trial Minerals, Inc., York, S.C., com
ments: "The Cold War will never 
end so long as one dedicated com
munist is alive." 

Equally emphatic is H.P. John
ston Jr., owner of the H.P. Johnston 
insurance agency, Pittsburgh, Pa., 
who answers "Hell, no!" and adds: 
"What a ridiculous question! Of 
course it isn't over and won't be un
til one side or the other is annihilat
ed, or is forced into a capitulation. 
We seem to be on the losing end of 
all this, at least at this point." 

From Andalusia, Ala., E.E. An
thony Sr., board chairman of The 
Commercial Bank, warns: "As long 
as the communists are communists, 
I do not think we can depend on 
their word or their written agree
ment unless it suits them. At least, 
that has been the way they have 
handled every other promise and 
treaty since 1945. I agree that it is 
necessary to try to communicate 
with these countries, but in my 
judgment we cannot depend on any
thing they say or do." 

Writes C.R. Petersen, president of 
the Worcester Brush Co., Worcester, 
Mass.: "Only the blind or subversive 
will tell you the Cold War is fin
ished." 

Ernest T.W. Coulter, an Avon-
dale, Ariz., real estate man, says that 
it looks like there's been a change, 
"but I wouldn't trust any communist 
country any farther than I could 
throw an elephant by its tail." 

While arguing that it's in the na
tional interest to have more com
munication and trade with the com
munist countries, Jack Pennell, pres
ident of Jack Pennell Heating & Air 
Conditioning, Inc., Los Angeles, 
Calif., adds in similar vein: "We 
should continue to trust them as far 
as we can throw a 10-foot pole." 

Among the readers saying the 
Cold War has ended is Robert H. 
Herrick, general manager of the St. 
Regis Paper Co.'s flexible packaging 
division in Seattle, Wash., who as
serts: "Too many of us are as we 
were 25 years ago—afraid of 'the 
international communist conspiracy' 
and believing we should spend our 
nation's wealth, talents and man
power fighting the 'enemy.' Instead, 
we should be building bridges of un
derstanding with other governments 
and sharing our resources with the 
less fortunate millions throughout 
the world." 

Don K. Adams, a Montpelier, 
Ohio, veterinarian, says that "as our 
government's attitude changes the 
Cold War will change," adding: "I 
see it changing with President Nix
on's relaxing of tensions." 

Arguing that it takes "two to 
make a war—hot or cold," Alexan
der L. Leich, vice president of 
Charles Leich & Co., Evansville, 
Ind., concludes that the U.S. has 
been "as guilty of prolonging the 
Cold War as the communists. . . . 
We have made many mistakes and 
should recognize the fact." 

Louis Fink, president of Midland 
Industries, Inc., Orlando, Fla., says 
a great "thrust" abroad toward a 
higher standard of living- "people 
everywhere want housing, clothing, 
TV sets, cars, etc., and consider war 
an obsolete game"—has worked 
against a continuation of the Cold 
War. He reports he witnessed the 
emergence of "the masses as people 
with individual needs and demands" 
during trips abroad this past year, 
and adds: "Communist nations must 
be feeling the same surge of their 
masses toward better living condi
tions." But he says the East-West 
struggle won't be over "if our coun

try gets a fresh, strong 'fear stimu
lus' from the self-perpetuating 'de
fense' lobby." 

Most NATION'S BUSINESS readers 
responding to the question, however, 
view the East-West thaw as incon
clusive. 

Says M.A. Horton, vice president 
of Central Texas Iron Works, Waco, 
Texas: "If you read the public state
ments of communist goals you can 
only conclude that the Cold War is 
still hot. Aid and trade with the 
enemy is treason." 

Donald E. Noel, vice president of 
FEI Corp., Boaz, Ala., says: "My de
sire is peace in the world, but not at 
the expense of sacrificing our free
dom. God help us if we fail to recog
nize and counter the arms buildup, 
and have to sit down and face the 
Russians at the negotiating table on 
their terms, as a second rate power. 

William A. Stanmeyer, an Evan-
ston, 111., attorney, thinks the Cold 
War has "intensified, not ended. 
He explains: "Talk of 'polycentric 
communism' misses the point. WC 
are not safer because we have two 
enemies rather than one. The Soviet 
military buildup—e.g., 1,600 ICBMs 
in six years, nine new subs per year. 
etc.—parallels Hitler's crash buildup 
program in the 1930s." 

A number of readers give the same 
argument that Joseph Gottfried, 
president of ADEC Corp., Tucka-
hoe, N.Y.. gives. He says: "As long 
as global domination remains an Op" 
erative part of Marxist regimes the 
Cold War is its surface manifest'1' 
tion. When centers of subversion and 
propaganda disappear from Mosco^ 
and Peking government machineries 
and their people are freely let out to 
see the world, then the Cold W8* 
will end—automatically." 

Gary R. Mitchener, manager, Ha'' 
stab Division, Hammond Lead Prod
ucts, Hammond, Ind., thinks hV 
('old War isn't over completely, but 
he's optimistic nevertheless. "Bafj 
ring any further political blunders, 
he says, "I believe history will sho^ 
that the decade of the Seventies did 
bring an end to the Cold War. Sue*1 

a war will not end suddenly." 
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However, Vernon Bohr, of Bohr 's 
Corn Drying, Cresco, la., comment
ing on the wheat purchases by the 
Soviet government, says: "Wait until 
we have a poor crop; then they will 
feed us bullets ." 

Another comment on the wheat 
purchases comes from J .S . Kennedy, 
regional truck finance manager for 
Ford Motor Credit Co., Santa Ana, 
Calif.: "If the grain deal is an ex
ample, the U.S. is in for some hard 
knocks at the negotiation table." 

R.T. Weir, owner of the Four 
Winds shops in Blanco, Texas, con
tends " the ("old War will continue 
until they beat us with U.S. food 
and dollars." 

Many readers sound a warning 
about the U.S. becoming careless. 

Says L.D. Edlen, market manager, 
wood products division, Boise Cas
cade Corp., Port land, Oregon: "It is 
my feeling that a new strategy is 
being employed and that we should 
welcome it. But we should be just as 
alert as ever to the fact that it is a 
(!old War strategy." 

"Present relations are temporary," 
says Robert T. March, administrator 
with Alcan Aluminum Corp., Car
teret, N.J . . noting that "communists ' 
necessity" has led to trade agree
ments and other East-West negotia
tions. 

Agreeing is Dr. Earl K. Senfl, of 
Charming Co., Inc., Frankfort, Ky., 
who says Soviet and Chinese ob
jectives remain the same and "we 
should not be lulled into complacen 
cy by temporary deviat ions" from 
peal at t i tudes. 

"When it is to their advantage not 
to be friendly they will drop their 
new at t i tude like a hot potato." says 
Lyle W. Hughar t , president of 
Hughar t Buildings, Inc., Oswego, 111. 

W.H. Pat ton, assistant vice presi
dent of Capitol Savings & Loan As
sociation, St. Johns , Mich., doesn't 
detect a "credible shred of evidence 
indicating the communists sincerely 
desire world peace." 

Nei ther does Rogelio Lopez, of 
Miami, Fla. who points to subver
sive activities in Central and South 
America and ends with: "If all this 
ideas that I wrote in my poor En
glish open the eyes of one only 
American citizen, is my bigger re
ward." 
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Heart Attack? 
The symptoms vary, but these are the usual warning signs of 
heart attack: 

• Prolonged heavy pressure or squeezing pain in the center 
of the chest, behind the breastbone. 

• Pain may spread to the shoulder, arm, neckorjaw. 
• Pain or discomfort is often accompanied by sweating. 

Nausea, vomiting or shortness of breath may also occur.' 

WHAT TO DO 
1. Act at once. Call your doctor and describe your symptoms. 
2. If a doctor is not available, get to a hospital emerqency room 
immediately. 
3. The responsibility to act is not only the patient's but the 
wife's, husband's, relative's or friends as well. 

Your Heart Fund Gifts help b speed 
life-saving advances in coronary care. 

ComrihuleJ h\ the fublnhrr 



We've added a trio of printers to our MP 131L. To give you the right print-out 
electronic calculators to do the right job. With advancements and features that 
make Canon and quality synonymous with electronic calculators. 

Like raised CE and Plus keys in all three new models. So there's less chance 
for "goofs." A floating decimal system—so you can always work with full value 
of the decimal for more accurate answers. Fastest touch entry without jamming. 
And keyboards spaced just right for easy operation. A few of Canon's extra 
ways of showing that extra Canon care. 

The TP 120 is completely silent. Thanks to its thermal print operation. Among 
desktop printers it's the smallest. It has an automatic constant for multi
plication and division. Even repeats addition and subtraction calculations. 

The MP 141 prints in two colors. A non-add key prints on the left side of the 
tape. Useful for all kinds of itemization numbers. Features include shift key, 
reverse key, add mode function and a memory for accumulation. 

For more sophisticated needs look to the MP 142R. It has all the features 
of the MP 141 plus—a square root key, an extra memory and a percent key. 
You can add or subtract a percentage automatically. The MP 142R, as all our 
print-outs, has its own convenient carrying 
handle and detachable cord. 

Our new trio together with the 
MP 131L is appearing at our 
nearest Canon dealer. See 
them in action. And get 
your answers in print. 

Canola TP 120 

Canola MP 142R 

£» J S S 
m m g •r 

Canola MP 141 

Canon 
ELECTRONIC CALCULATORS 

Canon USA, Inc., 10 Nevada Drive, Lake Success, New York 11040 
Canon USA. Inc., 457 Fullerton Avenue, Elmhurst, Illinois 60126 

Canon Optics & Business Machines Co.. Inc., 3113 Wilshire Boulevard, Los Angeles, California 90010 



Nation's Business 

December 1972 

Those 
Four More 
YecirS: What 
Will They Be Like? 

The second Nixon 
Administration, headed 
by a man "who wants 
a big chapter in the 
history books," should 
prove to be highly 
eventful 

The Presidential plane Columbine 
I I droned so noisily that inside the 
cabin Dwight Eisenhower and two of 
his top advisers could hardly hear 
what each other was saying. 

What they had to say that day 
early in 1957, as the plane sped 
toward San Francisco from Los An
geles, was important, too. For they 
were setting the tone of the second 
Eisenhower Administration. 

den . Eisenhower was the first 
President limited to two terms by the 
22nd Amendment. 

In what direction would he go, now 
that his movements were unham
pered by considerations of reelec-
tion? Would he turn toward the lib
erals or the conservatives? Would he 
hug the middle of the road? Would 
he be more politieal or less so'.' 

The direction evolved in that con
versation aboard the Columbine I I . 
Dwight Eisenhower, the career sol
dier, the national father Figure who 
was reluctant to be a political leader, 
became more active politically in his 
second term. He also l>ccame some* 
what mote conservative 

Today, another President faces 
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Those Four 
More Years : continued 
identical questions. Richard M. Nix
on is a lame duck President after 
obliterating George McGovern, in the 
same sense that Dwight Eisenhower 
was after he defeated Adlai Steven
son for the second time. 

In what direction will President 
Nixon turn? 

Advisers to the President almost to 
a man believe he will hold to an in
novative course in foreign affairs. As 
for domestic affairs, they say, his 
overall position will remain right of 
center—if anything, more to the 
right—although there will be occa
sions when he will break the hearts 
of archconservatives as he did in the 
past. 

The President himself has publicly 
indicated his course will not be what 
is generally considered liberal. Gov
ernment programs must allow people 
to do more for themselves, he said 
recently in an interview with The 
Washington Star-News, explaining: 

"The average American is just like 
the child in the family. You give him 
some responsibility and he is going 
to amount to something. He is going 
to do something. On the other hand, 
if you make him completely depend
ent and pamper him and cater to him 
too much, you are going to make him 
soft, spoiled and eventually a very 
weak individual." 

Mr. Nixon also said he would push 
for economy in government. 

"This country has enough on its 
plate in the way of huge new spend
ing programs, social programs, 
throwing dollars at problems," he 
said. "Reform, using money more 
effectively, will be the mark of this 
Administration." 

The President said he hoped for a 
drastically reduced government pay
roll. "We can do the job with fewer 
people," he said. 

Although Mr. Nixon maintained a 
less-political posture in the recent 
campaign than he has in other pe
riods, indications are that he will 
spend much of his remaining time in 
the White House on political efforts 
to further his own beliefs. 

"Nixon is the total political ani
mal," said one of the top men on the 
Nixon team at the White House, in 
the Executive Departments and on 
Capitol Hill interviewed in the prep
aration of this article. "He wants to 

New Terms 
Have Made New 
Men Out of Past 
Presidents 

Just as when he wagers on the out
come of the Rose Bowl game or the 
World Series, a citizen casting his 
ballot in an election is, in a sense, 
making a prediction based on past 
performance. He is assuming that 
the future actions of the candidate 
he supports will follow form. 

This is true whether he is voting 
for local assemblyman or President, 
the difference being that in the case 
of the Presidency the stakes are a 
great deal higher. 

It is one reason why incumbents 
are thought to have an advantage 
over challengers—they are known 
quantities and can be presumed to 
behave, if reelected, more or less as 
they did before. 

Is this a reasonable assumption? 
Do our political leaders indeed per
form consistently? The cynic will ar
gue that they do not, and will re
mind us of the common wisdom that 
politicians' promises are made to be 
broken, party platforms to be ig
nored. On the other hand, if the 
analogy with sports is at all useful, 
it should be true that Presidents are 
more consistent performers than the 
nags in cheap claiming races. 

But as Al Smith (himself an un
successful Presidential candidate) 
was wont to say: "Let's look at the 
record." 

Seven of the pre-Nixon Presidents 
of this century returned to the White 
House after being elected to one 
Presidential term or succeeding a 
Chief Executive who died in office. 
Could an alert voter have been ex-

JOHN A. GARRATY, author of this ar

ticle, is a professor of history at 
Columbia University and a long-time 
student of the Presidency. 

pected to predict what the second 
terms of Theodore Roosevelt, Wilson, 
Coolidge, Franklin Roosevelt (who 
also was elected to third and fourth 
terms), Truman, Eisenhower and 
Lyndon Johnson would be like? 

Theodore Roosevelt had, for a 
man of his restless temperament, be
haved between the assassination of 
McKinley in September, 1901, and 
his election in November, 1904, with 
enormous circumspection. 

The most drastic law he asked 
Congress to pass in his first term 
was one creating a Department of 
Commerce and Labor. His most ag
gressive executive actions in the 
domestic arena involved pressing the 
great coal barons to negotiate with 
the striking United Mine Workers 
and ordering his Attorney General 
to bring suit under the Sherman 
Antitrust Act against a big railroad 
holding company. Both actions 
alarmed conservatives, but each, 
after all, left the decision in other, 
impartial hands—the mediators in 
the coal strike, the Supreme Court 
in the antitrust case. 

In foreign policy, however, Roo
sevelt was extraordinarily belligerent 
during his first term. In 1902, when 
Germany was attempting to extend 
its influence in Venezuela, he prac
tically threatened the Kaiser with 
war and made him back down. The 
next year, TR engineered a revolu
tion in Panama, which was then part 
of Colombia, and installed what was 
little better than a puppet regime 
there in order to facilitate U.S. con
struction of the Panama Canal. He 
also obtained the Guantanamo naval 
base from a complaisant Cuba. 

After the 1904 election, however, 
Roosevelt appeared to be almost a 
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different man. His foreign policy be
came more restrained, so much so 
that by the time he left office he had 
won a Nobel Peace Prize. 

But on the domestic scene, he 
began to bombard Congress with 
requests. He asked for legislation 
to outlaw child labor, a tough law to 
regulate railroad rates, factory in
spection and slum clearance mea
sures, and pure food and drug leg
islation. To frustrate lumber and 
mining interests, he put 150 million 
acres of federal land into national 
parks and reserves. By 1908 he was 
calling for graduated income and 
inheritance taxes and direct gov
ernment regulation of interstate cor
porations, and was denouncing big 
businessmen as "malefactors of 
great wealth." 

When TR departed on an African 
hunting expedition after leaving the 
White House, J.P. Morgan, who had 
contributed $150,000 to his 1904 
campaign, was reputed to have said 
he hoped the first lion that Roosevelt 
encountered would "do his duty." 

Woodrow Wilson also underwent 
a remarkable change in his second 
term. In 1912 he had proclaimed 
himself the herald of a New Free
dom, a reformer who would attack 
monopoly and privileged wealth by 
restoring free competition rather 
than by extending government con
trols. He rammed through Congress 
a stronger antitrust law and a lower 
tariff on manufactured goods— 
measures designed to help small 
business and check the power of 
great corporate empires. 

But in his second term the New 
Freedom philosophy went by the 
board. Wilson approved suspension 
of the antitrust laws, took over the 

nation's railroads, and established a 
variety of new regulatory agencies— 
in general, vastly extending the fed
eral government's power over eco
nomic and social affairs. 

It is true that much of this change 
was unavoidable after the United 
States declared war on Germany in 
1917. But Wilson had campaigned 
in 1916 behind the slogan: "He kept 
us out of war." Almost any voter in 
that election would have predicted 
that the candidate more likely to in
volve America in the European con
flict was not Wilson but his Republi
can opponent, Charles Evans Hughes. 

Calvin Coolidge did not change 
much after the 1924 election, but 
then, there was little to change—he 
did very little at any time. (Columnist 
Walter Lippmann once said that Coo
lidge had "a genius for inactivity.") 

However, Franklin Roosevelt's per
formance after his reelection in 
1936 was in the TR-Wilson pattern. 
He adopted policies that none of his 
followers could possibly have antic
ipated. 

The most notorious of his switches 
involved his attempt to "pack" the 
Supreme Court, which he sprang on 
the country in February, 1937, three 
months after he swamped his Re
publican opponent, Alfred Landon. 
But there were many others. To cite 
a single example, in his first term, 
his NRA program had encouraged 
manufacturers to enter into indus
try-wide agreements to eliminate 
competition by controlling output 
and prices; in his second he un
leashed an all-out assault on busi
ness combinations, managed by 
Thurman Arnold of the Antitrust 
Division. 

On the other hand, Harry Truman, 

ILLUSTRATION : 

\ MARVIN FRIEDMAN 

who served all but four months of 
Franklin Roosevelt's fourth term, did 
relatively little after his surprise 
1948 victory over Thomas E. Dewey 
that was inconsistent with his ac
tions during his first White House 
term. 

This was true also of Dwight Ei
senhower during his second Admin
istration, although in its later years 
he exercised a more direct control 
over foreign relations, and in making 
and executing policy relied less on 
the elaborate "chain-of-command" 
system of his Army career. 

But Lyndon Johnson offers one of 
the most spectacular examples of 
the unpredictability of second-term 
Presidents. During the 1964 cam
paign he pictured himself as a re
strained and peace-loving moderate, 
eager to limit the Viet Nam War. He 
described his opponent, Barry Gold-
water, as a reckless, belligerent per
son who would escalate the conflict. 
Yet as everyone knows, soon after 
the election LBJ was sending Amer
ican troops into battle by the tens 
of thousands, and bombing North 
Viet Nam relentlessly. 

And so we see that Presidents 
often—but not always—behave very 
differently during their final terms. 
In retrospect, some of their incon
sistencies seem reprehensible, but 
in other instances history has ap
plauded their shifts in position. 

Since conditions change so rapid
ly and in such unexpected ways in 
modern times, consistency as an end 
in itself is really not desirable. But 
good or bad, it certainly cannot be 
counted upon. For those who like to 
base their wagers on past perform
ances, my advice is: Stick to the 
Kentucky Derby. END 
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Those Four More 
T © 3 r S • continued 

name his successor. He wants a bi 
chapter in the history books. He's 
vain, but who in Washington isn't? 
Ike felt repudiated in 1960 when 
Kennedy beat Nixon, and Nixon will 
feel repudiated if his man, whoever 
he is, loses in 1976. 

"All Presidents feel they need 
more than eight years to complete 
their programs. So, Nixon is going to 
try to firm up the new conservative 
coalition of old-line Republicans, 
once solidly Democratic Southerners 
who are now pretty solidly Republi
can in national elections, affluent 
blue collar workers who don't want 
their goodies given away by open 
handed liberals, and Catholics and 
Jews who have become disenchanted 
with the Democrats. 

"Every 30 or 40 years the country 
changes political direction the way it 
did when Franklin Roosevelt turned 
us around, and now is the time to 
change again. Dick Nixon knows that 
the way to get into the history books 
is to be a course changer. 

"The first Nixon Administration 
was more eventful than most four-
year terms. The second will be event
ful, too, because Nixon is an activist 
—he responds to challenges. A lot 
of things are lying around for him to 
do. And the biggest, perhaps the 
most historic, challenge is to realign 
the electorate." 

President Nixon has said he in
tends making the first months of his 
second term—that period when Pres
idents so often, but so briefly, enjoy 
Congressional cooperation and the 
sense of euphoria in the land -a hy
peractive time. 

In addition, of course, to trying to 
complete the American extraction 
from Viet Nam, he is expected—dur
ing this period or soon afterward—to 
tackle: 
• The possibility of making wage 
and price controls semivoluntary and 
applying them almost entirely to the 
biggest companies and unions. 
• Putting welfare emphasis on jobs 
rather than handouts. 
• Streamlining government to im
prove its efficiency and make it more 
acceptable to the people. 
• Expanding the national health pro
gram through an insurance scheme 
which will disturb his party's right 
wing but also will head off a sweep 

ing program put forward by liberals. 
• Improving the environment but not 
trampling business in the process. 
• Bringing about tax reform which 
will include simplification and a 
broader minimum income tax. 
• Producing a balanced budget in 
two years. 
• Making cuts in the Model Cities 
and poverty programs, which the 
President instinctively dislikes be
cause his memory goes back to his 
childhood when his father, a poor 
man, resisted government handouts. 
• Stepping up the fight against drugs 
and crime. 
• Entertaining Soviet Communist 
Party Chief Leonid Brezhnev (in the 
spring) and Chinese Premier Chou 
En-lai 'later in the year), and get
ting in eye-catching trips himself to 
Japan and Europe. 
• Launching semidirect talks be
tween the Egyptians and Israelis, 
ostensibly over reopening the Suez 
Canal, but actually over peace in the 
Middle East. 
• Heading off protectionist senti
ment both in the United States and 
in the newly expanded, invigorated 
European Common Market. 
• Arranging international monetary 
affairs so that pressure on the dollar 
will be reduced—hopefully perma
nently. 
• Increasing exports, decreasing im
ports. 

In the words of a Nixon associate, 
getting some of these things accom

plished will be "like walking through 
a vat of acid. But Nixon will succeed 
because he is a fighter and he will 
have a more cooperative 93rd ('on-
gress than the 92nd was. Time is 
against the liberals. We've run the 
rascals in the ditch." 

At some point fairly early in the 
second term, it is probable that John 
Connally will be named Secretary of 
State, succeeding William Rogers 
who is expected to return to private 
life and eventually wind up on the 
Supreme Court. If not Mr. Connally* 
then Gov. Nelson Rockefeller. 

An extremely close1 associate of the 
President said a month before1 the 
election that Mr. Connally would 
"take eight or 10 tough guys to State 
and let a lot of heads roll to show 
he's boss and to get that stodgy old 
place operating again." 

The associate1 expressed the opin
ion that Henry Kissinger will volun
tarily leave the President's service 
fairly soon. 

Mr. Nixon is expected to concen
trate much of his second term energy 
on foreign affairs. 

Odds are overwhelming that China 
and the United States will extend 
formal diplomatic recognition to each 
Other during the first two years of the 
new Administration; that President 
Nixon's yearning for accord with tne 

Soviets on restriction of strategic 

weapons will send U.S. negotiating 
teams abroad with instructions <° 
give as little ground as necessary bU* 
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to reach agreements; that more than 
a token number of American troops 
will be withdrawn from Europe in 
an effort to have Europeans shoulder 
more of their own defense and the 
American taxpayer less of it. 

Secretary George Shultz is expect
ed to remain at Treasury and Caspar 
Weinberger to continue as head of 
the Office of Management and Bud
get. Messrs. Shultz, Connally and 
Kissinger have become the Presi
dent 's most trusted advisers. Many 
times, during 1971 and 1972, he 
would express pleasure to intimates 
about having the agreement of all 
three on various problems. Another 
highly regarded money man, Charls 
Walker, will stay on as Treasury un
der secretary for a year or so. 

There will be an effort to put 
younger men and women in assistant 
and under secretaryships in all the 
Depar tments . 

Frederic V. Malek, executive as
sistant to the President, has names 
ready. For months he worked with 
people and computers compiling lists 
of the most effective third- and 
fourth-rankers in government and of 
shining lights in industry. 

"Nixon is a tough one," an adviser 
says. "He ' s capable of making sweep
ing changes when he feels that they 
are needed and that new energy and 
capabilities can be brought in. If 
someone gets stepped on—too bad." 

Th is is why the President bluntly 
told all political appointees within 
the Administrat ion to submit their 
resignations before the second term. 
He'll decide which men and which 
positions he'll keep, not only to give 
him a fresher team but as a step in 
his overall drive for government 
economy. 

The Administration realized, an
other high government official says, 
"that the people have had a bellyful 
of big-spending social programs that 
don't produce results. So the Presi
dent will send to Congress legislation 
for a simplified and equitable tax 
system and a series of sensible spend
ing proposals. He won't ask for a tax 
increase at least during the first year 
of the new term. 

"The new proposals will aim at 
Overall economic improvement and 
have incentives for investment rather 
than for consumption. 

"Giveaways will be drastically re
duced. 

"One subject dealt with will be 
double taxation of corporate earnings 
through income tax and tax on divi
dends. The proposal might be to al
low more credit for dividend income 
in view of corporate taxes already 
paid, or it might be something else." 

The value-added tax is no longer 
looked upon with favor by the White 
House because it raises so much 
money. The President is known to 
fear bequeathing V A T to a successor 
four years from now who might be a 
big spender. Each percentage point 
of a value-added tax rate, it is be
lieved, would raise $6 billion. 

This summer, the armed services 
will become all-volunteer, and the 
military will be changing in other 
significant ways in the years ahead. 

Mil i tary experts say that in the 
future the Navy will provide the na
tion's pr imary strategic deterrent . 
President Nixon will likely build up 
the sub force to 89 nuclear vessels 
and continue to modernize surface 
fleets. However, the overall number 
of naval vessels—already down from 
900 to 600 during the first Nixon 
Adminis t ra t ion—may not rise. 

The number of men and women 
under arms—2.4 million—may re
main the same but the number of 
missiles and planes will decrease. 
Even with a whopping defense bud
get of $76.7 billion for fiscal '73, 
there won't be enough money to do 
all that the military wants to do. 

The next Secretary of Defense 
' Melvin Laird is definitely leaving) 
will close do/ens of bases in a cost-
cutting program—about $1 billion a 
year can be saved, some Administra
tion sources say. If Congressmen 
complain about losing bases in their 
districts, the Administration will 
point to ('ongressional cries for econ
omy in military spending. 

A n t i t r u s t changes? 
The second Nixon Administration 

may bring about vast changes in 
treatment of American companies 
trading abroad, in an effort to im
prove their competitive position in 
relation to foreign firms which have 
been allowed to form cartels and giv
en all sorts of assistance by their 
governments. 

Nothing is definite yet, but some of 
these steps are probable: 

Just ice Depar tment ant i t rust poli
cy may be changed so that American 
firms will be encouraged to compete 
less among themselves abroad and 
more against foreign companies; fed
eral subsidies will go to companies in 
foreign trade; there will be more 
long-range, government-sponsored 
planning in the foreign t rade field. 

Whether Richard Kleindienst 
stays on as Attorney General re
mains to be seen, but one thing is 
cer tain—Just ice will ask Congress to 
require stiff mandatory sentences for 
heroin pushers. The President him
self tipped the move in October when 
he said: "We will stay on the offen
sive until we put every category of 
crime on a downward trend in every 
American community. The dangerous 
trend of light or suspended sentences 
meted out to convicted pushers by 
permissive judges must end." 

It is possible that President Nixon, 
who appointed four Just ices to the 
Supreme Court during his first term, 
will be able to appoint as many as 
three more during the second. Wil
liam O. Douglas is 74 and has such 
serious heart trouble that he uses a 
pacemaker. William J . Brennan J r . is 
66 and Thurgood Marshall is 64 and 
in poor health. All three are liberals. 

As indicated earlier. Secretary of 
Sta te Rogers—who was Attorney 
General under President Eisenhower 
—is considered a leading possibility 
for the first court opening. Whom
ever the President names, he is ex
pected to be in the mold of those ap
pointed in the first Nixon term. 

Only a few weeks ago, Mr. Nixon 
promised "to continue to apply the 
criteria of strict constructionism and 
regard for the public safety in mak
ing appointments to the Supreme 
Court and other federal courts ." 

President Nixon and Soviet leader 
Brezhnev opened the door to vast 
increases in Soviet-American trade 
last spring and since then the agree
ments have been signed, which could 
create a huge flow in trade, invest
ments and loans between the two 
superpowers. 

Tha t ' s the big item at the Com 
merce Department as the second Ad 
ministration begins. Many other im
portant things are going on under 
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Those Four More Years: What Will They Be Like? continued 

Peter G. Peterson, who is perhaps the 
most active Secretary of Commerce 
since World War II and is expected 
to remain in the Cabinet. 

The government owns 20,000 pat
ents and Commerce is seeking ways 
to spread their benefits among Amer
ican companies. During the next six 
or eight months a decision is likely 
on whether to sell patents outright, 
give some away or allow individuals 
and firms to use them for a price. 

As a boost to small companies, the 
Department is considering asking for 
a relaxation of antitrust laws so that 
groups of small companies can join 
forces, get some of the patents and 
expand their businesses. 

With industry and the environ
mentalists butting heads over what 
to do about dwindling energy sourc
es, Commerce increasingly will be 
called upon to referee. 

Meantime, Commerce will cam
paign for standardization of building 
codes in various states. This could be 
of great benefit to many businesses. 

There is considerable admiration 
at Commerce for building codes 
which emphasize what results are re
quired rather than specifying what 
types of materials must be used. Re
moving requirements for certain ma
terials could open the way for intro
duction of new ones. This in turn 
would offer opportunities for new 
firms to manufacture materials. 

Commerce is increasingly involv
ing itself with foreign trade prob
lems. One is the growing practice of 
Common Market countries to specify 
standards for various kinds of equip
ment and processes which only Eu
ropean manufacturers can readily 
meet. In the hope of stopping the 
practice, Commerce is pushing an in
ternational voluntary standards pro
gram here and abroad in which U.S. 
companies will have a say. 

Early in the new Administration, 
Commerce and its friends in Con
gress will resume the push for the 
United States to "go metric." There 
is little doubt at Commerce that 
within a year the country will be 
launched on a schedule which will 
achieve complete metrication within 
a decade. 

Another effort: Studying the tech
nological assets of various industries, 
to find what new technology Ameri

can companies need to compete in 
world trade. 

Both the Commerce and Labor 
Departments will be pushing for pro
ductivity bargaining in future labor 
union negotiations. Both feel the time 
has come for major progress, because 
some unions have finally come to re
alize that higher productivity is an 
answer to domestic inflation and to 
the balance of payments problem. 

The idea, simply stated, is to get 
companies and unions to trade off— 
unions to stop insisting on unreason
able and expensive work rules and to 
produce more, and companies to pro
vide better working conditions and 
benefits in return. Already, some rail
way and steel unions have recognized 
the need for increased productivity 
in return for larger payments to re
tirement funds and better working 
conditions. 

Getting along with Meany 
Labor Secretary James Hodgson 

will probably be replaced, since he 
and AFL-CIO Chief George Meany 
do not get along. 

Otherwise, the Administration is 
getting along very well with Mr. 
Meany, whose political "neutrality" 
probably helped Mr. Nixon at the 
polls. This feeling of goodwill, and a 
growing sense of cooperation between 
unions and business, will be needed 
because 1973 will see an unusually 
large number of contract negotia
tions. To name a few, they will in
volve airlines, auto makers, rubber 
companies, electrical machinery man
ufacturers, railroads and truckers. 

The Labor Department also ex
pects, during the second Nixon Ad
ministration, to be dealing with the 
problems of how to: 
• Help companies and workers who 
are displaced by imports. 
• Cope with people who want less, 
not more, economic growth. 
• Prepare for the time in about four 
years when the full effects of the 
dropping birth rate will be felt 
throughout the economy. 
• Improve lagging manpower, re
training and relocating programs and 
get more for the billions spent on 
them. 
• Keep minorities and women flow
ing into the work force. 
• "Reprivatize"—return to private 

business many functions usurped by 
government in the past 40 years. 
• Increase arbitration between com
panies and unions so that work can 
go forward while particularly thorny 
contract problems are hammered out 
or while third parties are looking 
over contract proposals. 

The Department of Transportation 
will likely be under a new Secretary; 
John Volpe is not expected to re
main. 

In the new term the Department 
will be heavily involved in railroad, 
mass transit and highway problems. 
Where railroads are concerned, such 
things as these must be decided: 
• How to abandon—without rais
ing violent community resentment— 
40,000 miles of track which on aver
age are used only once a week by one 
freight car. 
• How to give the railroads more 
flexibility in rate making, and help 
them simplify archaic and intricate 
rate structures. 
• How to ease the tax burden on 
railroads which often pay the highest 
property rates in various communi
ties. 

The Surface Transportation Act 
will be presented to Congress again 
by the new Administration in hopes 
of improving financial backing for the 
railroads to modernize. 

Meanwhile, the Transportation 
Department hopes to expand the use 
of special lanes for transit buses to 
speed traffic. 

The need for rail rapid transit for 
cities with one million people1 or 
more is freely acknowledged at the1 

Department, while bus operations are 
considered sufficient for smaller cit
ies. To increase the number of cities 
laving rail transit lines, the federal 
government probably will pay 70 pel 
cent e>f costs with local communities 
paying 30 pet cent. 

To hold down soaring transit sys
tem costs, DOT is leading the way in 
standardizing transit equipment of 
all kinds. Every subway system in 
the1 country ne>w use's different-sized 
cars and different electronic equip" 
ment, for example. This is costly t° 
citit's operating lines and to com
panies manufacturing equipment 

The Department e>f Health, E d * 
cation and Welfare, which may re
main under the> election of Elliot L-
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Richardson for the time being at 
least, has a full plate for the second 
Nixon Administration. 

One big problem is how to shut off 
funds for projects which obviously 
are failures. As one official puts it: 
"The federal government well knows 
how to appropriate millions for proj
ects but it has never yet learned how 
to cut off funds. We1 should use a 
shorter money hose, slow down the 
flow and either sprinkle another part 
of the garden or eventually shut off 
the flow altogether." 

Another big problem is to devise an 
efficient system for delivering federal 
money to local communities and or
ganizations in proper amounts. Here
tofore there has been little evaluation 
e>f problems and progress. 

There is a realization at HEW that 
the1 federal government does not 
know how to do many things that 
may ne>eel doing, and there will likely 
be a hold-off period in many cases 
until the way is clearer. 

An example is the extensive look, 
ordered by the White House, at how 
te> fund education of disadvantaged 
students who obviously are not get
ting training they need despite the 
many programs and billions of dol
lars being spent in the present edu
cation system. 

There will, of course, be many 
other changes during the second Nix
on Administration. 

For one, George Romney will soon 
be1 leaving the Department of Hous
ing and Urban Development. 

The1 future of tWO othe-r Cabinet 
officers Earl L Butz at Agriculture 
and Rogers C. B. Morton at Interi
or is not known. Of the two. Mr. 
Butz. seuMns more likely to remain. 

Highlights of Mr. Nixem's first 
term included turning toward all-vol-
Unteer armed forces, visiting Me>sce)w 
and Peking, transforming the1 Pe>st 
Ofliev into a quasi-gOvernmenl COrpo-
ration, slowing inflation by institut
ing wage- and price controls, deval
uing the dollar, ending the1 Bretton 
Woenls monetary program and halt
ing U.S. ground combal in Viet Nam. 

Topping that in his see'emel term 
Woulel be> difficult. He may not pro
duce as many big eye catchers. But 
he is expected te> continue1 to be> an 
activist. Richard Nixem is nol a man 
to re-sl c>ii his laurels. END 

Why Woodlawn lives today. 

When we lose an important landmark, we lose more than an old building. 
We lose the memory of what has been. We lose our sense of the past. . . 

the most visible evidence of our heritage. 
Yet since 1930, almost half of the 15,000 buildings designated as having 

architectural and historic significance have been wiped away. Destroyed com
pletely. In the name of progress, whole sections of cities are being carelessly 
destroyed. 

Woodlawn Plantation in Virginia and scores of other significant land
marks remain today only because a growing number of concerned and intelli
gent individuals are taking a strong stand in favor of preservation. 

Through membership in The National Trust for Historic Preservation, 
you can join with us in making preservation a major priority in American life. 
Now! 

For a complimentary copy of PRESERVATION NEWS and more infor
mation on membership benefits and Trust programs, write: 
Mr. fames Biddle, President, 
The National Trust for 
Historic Preservation, 
740 Jackson Place, c-^N ^ "Am,™-, ***** The National Trust 
N.W., Washington, \ 
D.C. 20006. ~ ; 3 * $ M IMfiffi5' Historic Preservation 
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The new Congress that convenes 
next month will grapple with crucial 
economic issues. 

It will be called upon to make ma
jor decisions in such key areas as 
taxes, long-range budget policy, 
wage-price controls, international 
trade, and costly national health pro
grams and other social ventures that 
will have a major impact on business. 

Despite President Nixon's land
slide election victory, he will again 

be dealing with a Democrat-con
trolled Congress. 

So the stage is rather well set for 
Capitol Hill and the White House to 
disagree on numerous fronts. There 
also is certain to be a great deal of 
disagreement within the 93rd Con
gress itself on how to keep the na
tion economically healthy. 

Mr. Nixon, of course, is deter
mined to hold down federal spending 
and avoid a tax increase, and that 

theme will be hammered home when 
he submits the fiscal 1974 budget to 
Congress next month. What he says 
will not be palatable to liberal Con
gressmen, who are expected not only 
to balk at attempts to restrict popu
lar social programs but also are al
most certain to introduce new pro
grams and try to broadly expand 
those already in being. 

For practical purposes, the makeup 
of the Senate will be 57 Democrats 
and 43 Republicans. Independent 
Harry Byrd of Virginia votes with 
the Democrats for organization pur
poses and Conservative William 
Buckley of New York with the Re
publicans. 

The House will have 245 Demo
crats and 190 Republicans, with the 
possibility of a change or two either 
way—depending on who fills the 
seats of two Democratic Congress
men who are missing on an Alaskan 
plane flight but have been reelected. 

Meanwhile, there will be a contin
uing flap over the budget for the cur
rent fiscal year, which Mr. Nixon 
wants to hold to $250 billion even if 
this means refusing to spend funds 
that Congress appropriated. 

However, a bigger showdown will 
come over the first budget of the new 
Presidential term. 

President Nixon, no longer facing 
the problems of reelection, "will be 
tougher in this area of spending be
cause he has nothing to lose now,' 
says Rep. George Mahon (D.-Texas), 
chairman of the powerful House Ap
propriations Committee. "And it will 
be1 good for the country." 

Rep. Mahon is quick to add, how
ever, that Mr. Nixon has spent more 
than any Chief Executive in history, 
with deficits soaring to about $100 
billion during his first four years in 
office. 

"The President, of course, can'f 
hope to curb the almost insatiable 
desire of Democrats and Republicans 
alike in Congress to do more and bet
ter things for people," Rep. Mahon 
says. "I don't think there's anything 
left to dream up, so the real pressure 
will be to expand all those programs 
we already have." 

Mr. Mahon says he doesn't think 
either Congress or the President win 
push a new tax bill in 1973, but adds: 
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"I don't think the President can sit 
idly by and let deficits of these di
mensions continue to pile up." 

On the other side of the Capitol, 
Sen. Russell Long (D.-La.), chair
man of the equally powerful Senate 
Finance Committee, feels the new 
Congress will enact some kind of tax 
reform legislation. 

Principally, he says, the focus will 
be on those taxpayers who are not 
paying their fair share, for one rea
son or another. 

"I think President Nixon will re
duce federal spending in certain 
areas, and I wish him luck," the 
Senator says. "We have altogether 
far too many programs. Some are 
beneficial and should be retained. 
But others should be drastically al
tered or drastically reduced." 

House Speaker Carl Albert (D.-
Okla.) predicts the House will con
centrate on such issues as housing, 
health insurance, minimum wages, 
pension funds and consumerism. 

Probably one of the most far-
reaching decisions Congress will be 
called upon to make involves the fu
ture of wage and price controls. The 
authority under which Mr. Nixon 
imposes them expires April 30. 

It is generally expected that the 
President will ask Congress for con
tinued authority to set controls. But 
he is expected to use them in a limit
ed way during a Phase III, perhaps 
applying them only to the largest 
corporations and labor unions. 

Here, in capsule form, are some 
top issues due to come up on Capitol 
Hill in 1973: 
Budget -Next year could well bring 
a showdown over whether the federal 
budget's runaway growth is finally 
going to be checked. The budget has 
gone up 130 per cent in the past 
decade alone, and there is a growing 
consensus that expected improve
ments in national life have not been 
realized from massive spending pro
grams. 
Tax Revenues—A head-on collision 
expected over fiscal policy will have 
an element of great suspense for tax-
Payers. The outcome could determine 
whether substantial new federal taxes 
will be required to meet any s e n d 
ing increases. 

Higher spending without new reve-

•N'ATION'S B U S I X K S S / D E C E M B E R 1972 

nues would mean continuation of 
enormous deficits and a very real 
threat of renewed inflation. 
Health Insurance—This blockbuster 
issue has been moving closer to cen
ter stage in Congress in the past few 
years. Proposals range from those 
that would encourage purchase of 
private health plans to one amount
ing to a nationalized health program 
that would require a hefty increase 
in Social Security taxes and in gen
eral revenues. 

Minimum Wage -Both houses of Con
gress passed bills this year to raise 
the minimum wage but no agreement 
was reached on a final version. A new 
round of action is due next year. The 
Senate-passed version called for an 
increase from the present $1.60 an 
hour to $1.80 immediately; $2 in 
1973 and $2.20 in 1974. It also would 
have extended coverage to an addi
tional seven million workers. The 
House version called for going to $2 
in 1973 and contained a provision 
for a "youth worker" scale that 
would be less than the adult level. 
Private Pensions—A new push is 
promised from backers of legislation 
to establish broad federal controls 
over private pension plans. Employ
ers pay the bulk of the cost of such 
plans and would be faced with most 
of the increases that would be re
quired under the proposed legisla
tion, which covers such areas as por
tability, vesting and funding. 
Transportation—Should the Trust 
Fund established 16 years ago to fi
nance construction of the Interstate 
Highway System be used to finance 
mass transit projects, including sub
ways? That question, which went un
answered in 1972, will be before the 
new Congress as part of a major bill 
to extend the Interstate System. 

Consumer Bills—New efforts to have 
the federal government require no-
fault insurance coverage for motorists 
will be launched next year. President 
Nixon's position has been that the 
matter is one for the states to decide 
individually. 

In broad terms, no-fault insurance 
provides for payment of medical ex
penses, property damage and other 
economic loss without regard to re
sponsibility for the accident. Its ad

vocates say the approach eliminates 
need for costly litigation of claims. 
Opponents say it too often denies ac
cident victims just compensation, 
and encourages reckless driving by 
removing the fear of being held re
sponsible for accidents' financial con
sequences. 

The Congressional fight over estab
lishment of a Consumer Protection 
Agency will start anew on Capitol 
Hill as the 93rd Congress gets down 
to business. Legislation to be rein
troduced would establish a "super-
agency" to represent consumer inter
ests before government agencies that 
regulate specific areas of business 
and industry. Business spokesmen 
see the proposed panel as another 
potential source of costly litigation 
and harassment by bureaucrats and 
militant consumer groups. 

Welfare—President Nixon has prom
ised a new effort to win passage 
of major revisions in the welfare pro
gram. He says his proposals will be 
"work-oriented." Congress has thus 
far rejected the President's recom
mendations for a plan that would 
establish a guaranteed annual income 
at a minimum of $2,400 for a family 
of four, and extend welfare to fam
ilies with a working member below 
certain income levels. Critics say this 
approach would double the number 
of people on relief rolls and aggra
vate, not solve, the welfare problem. 

Metric System—Legislation commit-
ing the country to conversion to the 
metric system period will be con
sidered in the new Congress. The 
switch would occur over a period of 
about 10 years. 

Foreign Trade—New efforts are ex
pected to win approval for legislation 
that could hamstring U.S. corpora
tions that operate abroad and that 
would curtail imports into this coun
try. The Burke-Hartke bill—along 
those lines was strongly opposed 
last year by businesses which pointed 
out their international operations are 
important customers for their domes
tic operations. 

On the other side, Congress will 
get proposals to fotter expansion of 
trade through such steps as tariff 
reductions and elimination of non-
tariff barriers. END 
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=MISSISSIPPI 

ONE OF THE BIGGEST INDUS
TRIAL announcements ever made 
in M i s s i s s i p p i o c c u r r e d w h e n 
PENNZOIL COMPANY revealed 
plans for a S280 million energy re
finery near Pascagoula. The fa
cility, which will create 300 new 
jobs, will convert foreign crude oil 
into synthetic natural gas and fuel 
oil. 

WILLIAM C. LIEDTKE, PENN
ZOIL president, said the plant will 
be designed to handle 150,000 bar
rels a day and be capable of produc
ing from 340 million cubic feet of 
synthetic natural gas and 80,000 
barrels oflow sulphur fuel oil a day. 

WESTERN AUTO SUPPLY CO. 
announced they will build the 
South*s largest warehouse building 
at Jackson. The huge S3.5 million 
structure will initially have 600,000 
square feet of floor space and an 
ultimate capacity of one million 
square feet. T o be completed next 
spring, the distribution center will 
employ 200 persons representing an 
annual payroll of SI million. 

P I P E R I N D U S T R I E S , I N C . , 
opened its new plastic molding plant 
in Jackson which could result in the 
city becoming the plastics capital 
ol the Deep South. At the same 
time the company announced it 
will build a steel processing plant 
in Greenville to slit 30,000 to 
40.01 )0 pound steel coils to customer 
specifications. 

GOVERNOR WILLIAM WALL
ER said that 113 new industries and 
plant expansions were announced 
during the first six months of 1972 
with an investment of almost $500 
million, and by the end of the year 
investments should approach SI 
billion. 

FOR MORE INFORMATION about 
a location for your industrial needs 
write or call Harry D. Owen, Direc
tor, Mississippi Agricultural and 
Industrial Board, P. O. Box 849, 
Jackson, Mississippi 39205. 

—William L. Waller, Governor 

SBA Report 

Financial Aid for the Firm 
Under the Environmental Gun 

The Small Business Administra
tion is launching three in-depth stud
ies to try to determine what costs 
and other problems will be involved 
for small business in complying with 
new safety and health and antipollu
tion laws. 

A major concern is the amount of 
debt a small firm might have to as
sume in order to meet standards pre
scribed by the laws. How much will 
this debt affect the firm's ability to 
continue in operation? 

One study will examine the Occu
pational Safety and Health Act. An
other will examine water pollution 
legislation, and the third, air pollu
tion. 

There already have been studies in 
these general areas, but these will be 
the first concerned with the cost im
pact on small business. 

A goal will be to learn whether 
serious financing problems will exist, 
and what the appropriate alternative 
solutions will be if they do. 

Currently, firms requiring financial 
assistance to comply with air or wa
ter pollution standards may apply to 
SBA for loans through the agency's 
regular business loan program. 

Under this program, SBA may 
guarantee up to $350,000—or 90 per 
cent, whichever is less—of a loan a 
bank makes. It also may lend up to 
$150,000 in participation with a bank 
if the bank furnishes at least 25 per 
cent of the total, and it may lend up 
to $100,000 on a direct loan to a 
small firm. 

The loans may be for as long as 
10 years—15 for construction of fa
cilities—and the interest rate on a 
direct loan or SBA's share of a par
ticipation loan is 5V£ per cent. Banks 
may charge up to 8V2 per cent on a 
guaranteed loan or on the bank's 
share of a participation loan. 

When standards are established 
under the Federal Water Pollution 
Control Act, SBA will be able— 

thanks to recently enacted legislation 
—to provide financial aid for small 
firms required to meet them. 

Special programs are available now 
for coal mine health and safety loans, 
consumer protection loans and oc
cupational safety and health loans. 

There is no dollar limit on these 
types of loans, and they may be for 
as long as 30 years. SBA may pro
vide up to 90 per cent of a participa
tion loan with a bank, or guarantee 
90 i>eir cent of a loan a bank makes. 

A woUld-be borrower firm must 
prove the likelihood of economic in
jury caused by a requirement to meet 
federal standards. 

The interest rate1 on all thre^1 tvpes 
of loans is 5% per cent for SBA's 
share. A bank may charge1 71 /•> pet 
cent on a participation loan and 8V2 
if it makes a loan with SBA S 
guarantee. 

Additional information on any ° r 

these programs may be obtained 
from the nearest SBA office. 

Prepared by the Small Business Ad
ministration. 
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Three new booklets aimed at help
ing small firms solve their manage
ment problems have been issued by 
SBA. All are offered for sale by the 
Superintendent of Documents, Gov
ernment Printing Office, Washington, 
D.C. 20402. 

"Management Audit for Small Re
tailers" is a check list of 149 ques
tions for measuring management 
practices and procedures in retailing 
( price: 35 cents I. 

"Starting and Managing a Smm' 
Drive-In Restaurant" contains tip8 

on how to locate, finance, build, hire 
and manage personnel, advertise and 
ke'e'p records (price: 35cents). 

"Strengthening Small Business 
Management" tells how to recognize 

and take advantage of an opportu
nity, and organize a business for ac
tion. It also discusses what change^ 
should be made and how to measure 
the results, and recommends numer ' 
OU8 methods of improving manage' 
ment techniques (price: $1). 

NATION'S BUSINESS/DECEMBER l 9 7 ' 



i i 

The best buyer's guide is often written in iron. Buyers of 
construction equipment generally have an advantage 
over purchasers and specifiers of most other machines 
and materials. Many design points and operating fea
tures on John Deere's five Backhoe-Loaders for exam
ple, are highly visible, right out where they can be seen 
and compared-more so with the help of our literature 
or the guidance of the dealers salesman. We believe 
the story inside is as good as the cover. Your inquiries 
about our product line and our Company are welcome. 
John Deere, Moline, Illinois 61265. 

JOHN DEERE on the move 
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LESSONS 
OF 
LEADERSHIP 
PART XCI 

Charles B. McCoy 
of Du Pont 

Good management as an article of faith 

For years people have been wait
ing to see Charles Brelsford McCoy, 
head of E.I . du Pont de Nemours & 
Co., blow his cool. 

One long-time associate doesn't be
lieve it can happen, and to prove it 
cites an incident on a duck hunting 
trip on Chesapeake Bay. 

Brel McCoy had brought along a 
young golden retriever and during 
the night had put it in his wife's new 
station wagon because he' was afraid 
the- barking would bother his hunting 
companions. 

The1 next morning the1 insiele1 of the 
Btation wagon was a wreck. The dog 
had torn all the uphe)lste>ry le)ose> anel 
chewed up the1 seats. Contemplating 
the damage, the laconic Mr. McCew's 
only comment was te) himself: "Well. 
Brel, it looks like1 yenfre1 going to 
have to buy Sallie a new statiem 
wagon." 

Later, the retrie-ver put on a spar
kling display for his first hunt. Said 
Mr. McCoy, patting the dog on the 
head: "You ke«e>p that up anel I'll ived 
you station wagons." 

In the past se've>ral y e a n the- 63-
year-old executive has been feeding 

his giant chemical firm a new diet 
and it seems to have done a world of 
good. Du Pont expects to go over the 
$4 billion sales mark with room to 
spare this year, topping the record 
of $3.85 billion set in 1971. 

Last spring the directors not only 
reelected Mr. McCoy president and 
chief executive officer—posts he had 
he'lel since 1967—but alse) e'lewate'el 
him to the chairmanship, succeeding 
Lammot du Pont Copeland Sr., who 
hael retired. Mr. McCoy became the 
first man since 1919 to be Du Pont 's 
president and chairman simultane-
ously. 

Under his leadership the 170-year 
old company has undergone a signifi
cant belt-tightening and management 
concept change, has entered new 
markets and has made some harel 
prexluct decisions, such as bowing 
out of production of Corfam, once-
heralded as the successor to leather. 

The accent on change at Du Pont 
is a reflection of the philosophy of 
Bre'l McCoy, who-- associates like to 
point out—bought a large place in 
the1 countryside outside Wilmington, 
Del , and proceeded to have about 

half the house razed because it was 
too big to be manageable. His ap
proach to company problems, the' 
associates say, is equally direct. 

U p from the ranks, Mr. McCoy is 
the second man to head the company 
who has not been a member of the1 

founding Du Pont family. Typical 
of most of the firm's key executives, 
he was educated as a chemist (in his 

e, B.S., University of Virginia, 
'30) anel a chemical engineer (M.S. , 
Massachuset ts Inst i tute of Technol
ogy , ' 32 ) . 

There 's ne> ostentation about Brel 
McCoy. 

He elrives himse'lf te) anel from 
work, usually flies commercially on 
business trips rather than take a com
pany plane, and moves comfortably 
in a circle- e>f old friends. His friends 
say his climb to the te>p at Du Pont 
hasn't changed him. 

He's known as a good listener, but 
he can be a talker, too. He has a keen 
sense e>f humor and delights at one-
liners tossed at friends (to a fellow 
golfer: " I hear you just won the 
Senile Open"). 

In a walnut-paneled office on the 
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Lessons of Leadership: Charles B. McCoy continued 

Rated a good listener by those 
who know him, Brel McCoy never 
interrupts in mid-sentence. 
When he speaks, his words are 
often laced with a keen sense 
of humor that reflects a 
gusto for living. 

ninth floor of the Du Pont Building 
in downtown Wilmington, Mr. Mc
Coy talked with a NATION'S BUSI

NESS editor about topics ranging from 
golf to the changes he's engineered at 
his company. 

Your golfing partners say you're a fine 
player with a six handicap. 

Don't take that seriously. I have 
a sad story, like every other golfer, 
that my handicap is not as high as it 
should be. It's either eight or nine, at 
the moment. 

And I contend that is based on 
statistical error. 

They also say you don't get on the fair
ways as much as you did before you 
became president of Du Pont; that you 
work harder than in the past. 

Oh, it takes a little more time to 
get the job done these days. 

Is it true that you were the first golfer 
to be named to Du Pont's Executive 
Committee? 

That's what Crawford Greenewalt 
|Du Pont board chairman until 1967; 
see "Lessions of Leadership: Part V," 
NATION'S BUSINESS, October, 19651 
te>ld me. He said: "Well, you're1 the1 

first golfer that ever made it." But I 
wasn't the first McCoy on the Com
mittee. My father was a Du Pont 
vice president. 

You were born in Oakland, Calif., but 
wasn't the McCoy family originally from 
Delaware? 

Yes, the family dates back te) Co
lonial days. My father was in Oak
land with Du Pont. We moved te> 
Wilmington in about 1919 and I went 
to school here. 

Any boyhood idols? 

I was no different than any other 
boy. They ranged from baseball play-
ers to the President of the United 
States, e>r Gen. Pershing, or perhaps 
my own father. 

Being the son of a Du Pont Co. execu
tive, did you always plan to go with the 
company? 

I think, looking back, that it W8* 
perfectly natural for any boy grow
ing up around here whose father 
worked for the company to think ol 
Du Pont as a logical place where he 
might someday get a job. 

And me)st of the- people in Wil' 
mington were strong company SUP* 
porters, so they made it look lil«' " 1 

attractive lite. 

Have other McCoys settled on a D° 
Pont life, too? 

Well, we're- a Du Pont family. v()l1 

e-enilel say. One- of mv two brothers , s 
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with the company. The other is an 
artist. My sister married a Du Pont 
employee. 

My wife, Sallie, and I have three 
sons. One is with the company and 
another worked for Du Pont for 
about five years before leaving to go 
with a local business. 

You had two degrees and a Phi Beta 
Kappa key earned at the University of 
Virginia when you began your career. 
How helpful were these credentials in 
job-hunting? 

Well, they weren't too helpful in 
1932 because there weren't many 
jobs. I made applications and had 
interviews and knew a number of 
people—Du Pont was a smaller com
pany then—but I didn't come up 
with anything. I finally got a job 
"through the gate" at the cellophane 
plant in Richmond, Va., as an 
operator. 

It was a very junior type of job, 
really an operator's assistant. I 
turned a few valves and made a read
ing someplace, helped clean up the 
yard and did whatever they asked me 
to do. 

Then there was an opening for a 
junior chemist at a powder plant in 
New Jersey, and I got that job. 

Did you ever want a career in chemical 
research? 

No, I didn't. I had watched that 
type1 of work for one summer and I 
had seen enough of it at the univer
sity level to figure I probably didn't 
have enough patience to make a good 
research man. I just didn't figure- I 
wenilel really be able to tie myself 
de>wn and do as thorough a job as 
you have to do. 

I was more interested in produc
tion, or in jobs that involved people, 
although I don't suppose I had what 
I wanted strictly defined in my mine! 
by any means. I think you kind e>f 
move when you have the chance-. 

You spent four years in Du Pont's Lon
don office. Does Du Pont stress interna
tional experience for its executives? 

About IK pe-r cent of our sale's are1 

now in foreign markets and we ex
pert about 25 per cent in five years, 
so we are a multinational company 
anel we- look at enir business as world
wide. 

It has always been a part of our 
training system that a man moves 
around in his career. It's like the 
Army, in the sense that if you go 
with a big company you just take 
moving as a matter of course. If this 
doesn't appeal to you, you ought to 
look for another kind of employment. 

We don't say that this fellow has 
been in the country two years, so 
now he has to serve two years over
seas—that kind of thing. But the 
men who move through the organiza
tion have almost without exception 
either had some foreign experience 
or will have had so many trips over
seas that they are quite comfortable 
in dealing with international opera
tions. 

My London experience, by the 
way, was a great opportunity to com
pare the American system and the 
American people to others. We came 
off very well. 

You returned to the U.S. a few months 
after the outbreak of World War II in 
1939. Did you happen to bring back 
any munitions orders? 

No, no sales, but I was put in the 
explosives department as sort of an 
assistant. The company could sen1 

what was coming and they were 
starting to man up that group. I 
started working on the military con
tract side, which meant a lot of back 
and forth to Washington and New 
York. First our contracts were with 
the British and French and later they 
were entirely with the United States. 

Would you say you were heading 
toward a career as what your industry 
has traditionally called a "powder 
man"? 

No. I left the1 explosives depart
ment after the' war. 

Even then it was a misnomer in a 
sense1, because explosives are- only 
part of the business. I went to the' 
e'lectrochemicals department and was 
the're1 fe>r se've'n years as assistant 
general manager. 

Then I went to the elastomer 
chemical eleipartment as general man
ager. I was there for a couple years 
until 1960 when they wanted some
body in the explosives department as 
general manager. There had hee-n a 
retirement, BO they put me back in 
there. 

Looking back on your career, is there 
any single event that might be consid
ered the most important turning point? 

I have never identified one. I think 
it was just a series of breaks. 

Breaks? 

Any man in one of these jobs like 
mine feels that way, I think—that 
there couldn't have been any one 
thing, there had to be a whole series. 
People move at the right time, they 
happen to be Johnny-on-the-spot, or 
the balance is such that whatever it 
is, you have what's needed then. 

Du Pont's Executive Committee man
agement concept has been a model for 
other companies since 1921, but since 
you became president there have been 
some changes. How major have they 
been? 

I wouldn't classify them as major. 
Rather than functional assignments, 
the seven senior vice prosidcnts ne>w 
have liaison contact with the operat-
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Lessons of Leadership: Charles B. McCoy 
ing and staff departments, with the 
object of furthering our profit center 
concepts. The Committee is more 
market-oriented. 

Actually, I would say that the 
Committee has changed, perhaps, 
with each generation—with the com
position of the people on it and the 
operating style of the chairman. 

The management changes made 
since I have been here are perhaps 
just another step along the line and 
merely reflect the changes in the 
character of the business and in the 
climate in which we operate. For in
stance, there is much more multina
tional, international involvement. 

Have these changes been accelerated 
by the pace of business today? 

I think so. The pace today is per
haps faster than before, although I'm 
sure that people who were here 20 
years ago would quickly say I was 
wrong on that point. And there is 
more emphasis on relatively new 
problems that involve business—such 
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as urban, social, consumer and en
vironmental matters. 

So the changes we have made have 
been in recognition of those prob
lems. 

We're trying to speed up decisions 
and trying to keep the operation of 
the Executive Committee in tune 
with the times. 

Do the changes in the Executive Com
mittee's role mean more centralized 
management? 

I think if you go back to 1921, the 
structure that was introduced then 
was a decentralized form of organi
zation—that's the modern jargon we 
use in describing it—but they prob
ably didn't think of it that way. 

Today we certainly still believe 
strongly in decentralization, with 
profit centers, so that people at an 
early stage have the feeling of over
all responsibility, not just functional 
responsibility. 

The Committee is where it all 
comes together. This group is re
sponsible for the operation of the 
business and for planning and devel
opment. In order to have a future 
you have to monitor the present. 

Would you describe these changes as 
evolutionary or revolutionary? 

Oh, I don't even know that I'd go 
that far. I think they are normal good 
management practices applied against 
the problems of the times. And it 
isn't just one person who does it— 
the whole organization feels the need. 
Maybe you personally push the but
ton to start it or implement it, but 
you have an organization. The key 
is to keep the organization sensitive 
to these things, wanting to do them, 
and almost anticipating you in any 
of these change's. 

I think that usually is the1 way it 
happens, especially in big companies. 

How would you categorize the effect 
of these changes on individual execu
tives? 

As far as I'm concerned, the 
changes haven't been dramatic or 
traumatic, but I'm sure there are 
spots in the company where they are 
seen that way. 

How dramatic they seem to you as 
an individual depends, I am sure, on 
how close you have been to the fan. 

continued 

There have been a series of product 
consolidations at Du Pont, some plant 
closings and a 10 per cent reduction in 
the work force. What was the goal? 

We want to run fast and lean. We 
like to think of it as a way of life, a 
continuous job for management. In 
any human organization you go 
through cycles and a long period of 
prosperity undoubtedly lulls you into 
insensitivity in certain areas. As soon 
as you recognize the situation, you 
start to make plans to correct it. 

Where do you stand today? 

I think we have cut back and cut 
out a little more in the past two or 
three years than we will in the next 
two or three, but that depends, of 
course, on what business conditions 
are generally. 

Not that the job is done or ever 
will be done to our complete satis
faction. We recognize there is a cer
tain amount of excess fat you can get 
off pretty easily, but after that it be
comes pretty hard. 

What new product areas are you lead
ing Du Pont into? Does the company 
have another nylon up its sleeve? 

Well Du Pont and any other com
pany would wish they did. The de
velopment of nylon established a 
multimillion-dollar synthetic fiber in
dustry. But it just isn't reasonable to 
think developments like that arc go
ing to come along on any kind of 
schedule. 

Perhaps the most exciting product 
in the fibers line at the mome'iit is 
our new Fiber B. Them's a lot of 
action right now in radial tires -in 
the use of steel in tires and in sub
stitutes for some of the older fibers, 
rayon anel nylon. Fiber B has a com* 
hination of properties that seu'ins 
iele-al lor tiremaking applications. We 
think it has great prospects. 

Can Du Pont be considered a large de
fense contractor? 

Hardly. Le>ss than 2 per cent e>! OVX 
sales are defense-related—mostly our 
commercial products such as fibers, 
film, X-ray equipment. We, like most 
other U.S. businesses or business as 
a whole, do a great deal better in 

peacetime. The more money that is 

spent on peaceful use's the better on 
wt1 are at Du Pont. 
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Lessons of Leadership: Charles B. McCoy 
You have made the statement: "Private 
corporations live by public permit." 
Would you elaborate? 

Well, that is just another way of 
saying that if you don't really satisfy 
the public, either with your products 
or your behavior, it will soon show 
up in your balance sheet. 

There is no question that business 
organizations have to perform a ser
vice in order to earn their keep. 

What do you see as the role of business 
in solving social problems? 

Certainly the economic side is the 
No. 1 responsibility—to maintain an 
economic performance that provides 
jobs and opportunities for people. 
And that is one area where business 
hasn't been able to do as well as it 
would like to. No business likes to 
go through periods of laying people 
off, because that is really a break
down in the system. 

But it's not a perfect world. There 
are rises and falls. So there have to 
be ways to provide for the dips bet
ter than we've done in the past. 

Overall, I think business should 
see that its strengths are applied, 
where they can do a job, to the gen
eral problems of society. 

We have certain resources of peo
ple, certain talents, certain financial 
resources, that we have to make sure 
not only are used to produce prod
ucts but also are made available to 
help solve some of those problems. 

Your company has a policy of lending 
people with special talents and training 
to assist local governments. Does that 
pose problems for you? 

Sometimes people from business 
find community work so rewarding 
that they have trouble separating the 
two jobs. That gets to be a headache 
for somebody's boss. But that's what 
bosses are for and we don't mind 
headaches like these. 

Du Pont is noted for its ability to recruit 
young talent. Is it because you promote 
from within? 

That's still our basic policy. We 
have it because I think it is a strong 
inducement to the kind of people 
whom we want to hire. People look
ing for career jobs expect to find am
ple opportunity in this kind of 
organization. 

We aren't inflexible on this. We 
think we should go outside and get 
people, too. But almost all the upper 
levels of our organization have been 
filled with people whose careers in 
major part have been with Du Pont. 

Does Du Pont use any special tech
nique to separate the brightest from 
the bright? 

Well, it's mostly just having good 
management as an article of faith. 
One of the responsibilities of your 
first supervisory job—and on up in 
your progression—is to make sure 
you identify as best you can those 
people who are likely to be qualified 
for leadership. 

The way you do it is pretty much 
up to you as a supervisor. I don't 
think there is anything special, other 
than a combination of judgments. 

There isn't anybody who has ever 
been infallible on this, either. You 
never know. 

Each move is a test of a man and 
sometimes he doesn't make it, in 
spite of great recommendations. 

In the quest for new products, how 
much does Du Pont spend on research 
and development? 

Our round figure is $250 million 
annually, which is the level where it 
has been for the last couple years. It 
has to be understood that not all 
companies define research and devel
opment the same way. 

Some may not include the expense 
of sales development of a new prod
uct, or similar efforts, but limit their 
costs to the bench chemist in the 
laboratory. Our figures are much 
broader than that. 

Over a number of years, perhaps 
two thirds of our efforts might be in 
support of existing business and one 
third on new business. 

But with a base as big as ours, it 
takes a lot of technical work just to 
support what we have and make sure 
we take advantage of expanding 
opportunities. 

As for basic research, I don't see 
how anyone can say that just because 
we have done a lot there isn't any
thing left to do. 

There are still new worlds to conquer? 

Oh, sure. The kids today are much 
brighter and better prepared than 

continued 

any of us were at the same age and it 
will show up. 

Which nation do you see as the greatest 
competitor to the U.S. chemical indus
try? 

We respect the Japanese, the Ger
mans and the British. And the 
French. Those are the nations that 
are most active. The Japanese, of 
course, are on the growth part of the 
curve. Their historic contribution 
hasn't been nearly as great as the 
others', but we recognize they are 
doing a lot of good work and expect 
something to come out of it. 

America can't rest on its laurels then? 

No, sir. I don't even wish we could-
It's much healthier this way. 

Any special Du Pont problems abroad? 

The growth of our international 
business in the last decade has been 
one of our highlights. I think this 
year the international business we 
handle directly or are responsible f°r 

will total close to $1 billion. 
But our European operations do 

have a problem we don't have over 
here. In this country the Du Pont 
Co. is reasonably well known, but 
over there it's better known as the 
name of a brand of matches. We're 
working hard to establish the same 
reputation there that we have here. 

What is Du Pont's overall goal? 

It is not just to be No. 1 in size-
And it's not just to attain the 8 p e r 

cent growth factor that we've set as 

an interim goal on earnings. It's real' 
ly to be—in our fields the most 
efficient and lowest cost producer, the 
most innovative company, and the 
company with the most useful aTK" 
varied line of products and service8. 

In other words, our ambition is to 
strengthen our position among the 
leading industrial companies of the 
world. END 

REPRINTS of "Lessons of Leadership' 
Part XCI—Charles B. McCoy of Vf 
I'otit" may he obtained from Natio" -s 

Business,'1615 II St. N.W., Washing
ton, D.C. 20006. Price: One to 49 

copies, 35 cents each; 50 to 99, ™ 
cents each; 100 to 999, 17 cents each' 
1.000 or more, 14 cents each. Pkase 

enclose remittance with order. 
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PRODUCTS 
FOR WINTE]< 

Winter's cold temperatures, ice, and 
snow create special problems for your plant Maintenance 
Supervisor. Walkways and stairs become icy and hazardous; 
pavement, in parking lots and roadways, breaks up causing 
chuckholes; and roofs start to leak. RandustriaU, has the answer 
to these and many more winter maintenance problems, all of 
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out using expensive outside contractors. Al l of our products are 
factory formulated and engineered for simple application by 
regular maintenance labor rather than skilled tradesmen. Each 
container clearly shows proper application procedure in simple 
terms. In addi t ion, we offer generous FREE 2 Gallon SAMPLES 
on all products which lend themselves to sampling. Our repu
tation guarantees your satisfaction with each and every product 
we manufacture. Be sure to get your Free Copy of our 48 Page 
Maintenance Catalog by f i l l ing out the coupon on this page. 
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and smooth. Use right away — no drying t ime. Frigid Patch eliminates the 
annoyance of chuckholes and the damage they cause to vehicles. Check 
coupon for FREE 2-Gallon SAMPLE. 

REPAIR WET ROOFS 

Wet Surface SHIELD-TITE . j s a 
specially compounded material 
for winter roof patching. Ordi
nary products wil l not stick to 
wet surfaces. Also, at cold tem
peratures, they become thick 
and almost impossible to spread. 
Wet Surface Shield-Tite remains 
soft and pliable and bonds per
fectly to both wet and dry sur
faces. Just brush the snow aside 
and seal the hole while it is 
leaking. Make it a stock item 
and prevent costly damage to 
i n v e n t o r y and e q u i p m e n t . 
C h e c k c o u p o n f o r F R E E 
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ECONOMIC CENSUS 

A Quinquennial 
Event Is 
Upon Us 

Starting the day after Christmas, 
each American business that has 10 
or more employees will receive a 
bulky form from the Bureau of the 
Census. 

It's time again for the economic 
census—a quinquennial event that 
happens in years ending in 2 and 7. 

Years are required to digest the re
sults of these censuses, but govern
ment statisticians this time hope to 
come out nine to 12 months earlier 
than in the past with the variety of 
reports that will be assembled. 

At the latest, says Shirley Kallek, 
chief of the economic census staff, 
the last reports will be issued by the 
first six months of 1975. The first are 
expected to come out next fall. 

Depending upon the type of activ
ity he's in, a businessman can expect 
to receive one of 300 different ques
tionnaires. The forms are to be com
pleted and returned not later than 
Feb. 15 to the central collecting point 
at Jeffersonvilie, Ind. 

The questionnaires will go to 2.1 
million out of the nation's five mil
lion firms. Data from the 1.8 million 
that have no employees and the 1.1 
million that have less than 10 will 
come to the Census Bureau from In
ternal Revenue Service and Social 
Security Administration records. 

Reports filed by the 2.1 million 
firms will be confidential and not 
available to the Internal Revenue 
Service. A federal statute provides 
that the data may be seen only by 
sworn Census Bureau employees, and 
may be used only for statistical pur
poses. Copies of the forms are im
mune from legal processes such as 
those involved in taxation, investiga
tion or regulation. 

Says Dr. Walter F. Ryan, asso
ciate director of the Census Bureau 
for economic fields: "One of the most 
treasured assets of the Census Bu
reau is its record of confidentiality." 
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IN THESE DAYS OF 
STANDARDIZATION 
SHARP 
OFFERS VOU THE 

With the world's most complete line of 
calculators. You choose precisely what you need-
You don't settle for less. You don't pay for more. 

Just check out these telling points. You'll see why you need 
a Sharp.® 

YOUR CALCULATOR PROBLEMS ARE UNIQUE TO YOUR 
OPERATION. Every company, every department, every person 
has different calculation requirements. That's why Sharp 
offers you so complete a line. Portables, printers, display 
models, programmables. 

YOU WANT THE CALCULATOR BEST SUITED TO TURN YOU* 
ENTRIES INTO RECEIVABLES. You don't want to over-buy 
for capabilities you'll never need. Or under-buy and wind 
up with insufficient capability. So Sharp offers you the whole 
spectrum. Memories. Square roots. Sum of first factors... 
you name it. 

YOU WANT RELIABILITY AS WELL AS VERSATILITY. Sharp5 

miniaturized circuitry makes this possible. The same circuits 
developed for the moon shots. So they must be reliable. 
But if service is ever required, our national service network 
is only a phone call away. 

YOU WANT VARIETY OF CAPABILITY. BUT YOU DON'T WANT 

THE EXPENSE OF RETRAINING YOUR PEOPLE WHEN TH£Y 

MOVE FROM ONE MODEL TO ANOTHER. Solution: the 
Sharp "common" keyboard. An uncommon feature that solve5 

your retraining problems. In less time than it takes to change 
a typewriter ribbon, your staff will master a Sharp. 

All good reasons for checking out your needs and checking 
off the model that's made-to-measure for you. The only thing 
between you and a more efficient operation is this coupon. 
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Sharp CS-364P, 
Programmable calculator. 
Powerful as a mini
computer, yet as easy to 
operate as a calculator. 
12 memories. 288 
Program steps. Flexibility 
with jump and sub
routines. Magnetic cards 
to store formula and 
result. Printer, mark card 
reader and extra steps, 

^ optional. 
J Sharp CS-363P. Card 

Programmable. Programs 
"P to 144 steps. 2 
Programs of 144 steps to 
each magnetic card. 
Built-in automatic 
decision-making. 7 
Memories. Constants part 
ofprogram. Pre-set and 
floating decimals. Square 
root extraction. 

* * • • • • • I 

Sharp CS-742R. World's 
fastest printer. 14 digits, 
2 memories, Add Mode. 
3 registers. Performs 
square root, first factor 
accumulation, etc. 

[""] Sharp CS-642.14 digits. 
L- Memory. Add Mode. Buffer 

Register. Zero 
Suppression. Automatic 
Credit Balance and 
punctuation. Overflow 
error check. 

• 

Sharp CS-521.12 digits 
print-out. High in quality, 
low in price. Automatic 
decimal positioning. Add 
Mode. Super-swift printer. 
Prints in extra-bold 
numerals. Adding machine 
style keyboard. Does 
complex calculations. 
Sharp CS 625. 12-digit 
capacity. All the 
capabilities of CS-521 
plus memory. 

Phone toll-free 800-631-1972 for your nearest Sharp representative. 
In New Jersey phone 800-962-2803. Or just mail this coupon. 

Sharp Electronics Corporation, Dept. NB-18 
10 Keystone Place, Paramus, N.J. 07652 
Gentlemen: 

2| Please send me information on the models I've checked above 
] Please send me information on the full Sharp line 

Name. 

Address. 

City .State. -Z ip . 

In Canada: Dodwell & Co. Ltd. Head Office: Ontario, Canada. (Check Yellow Pages for other offices.) 

That record, he says, is unblemished. 
The first economic census was tak

en in conjunction with the third na
tional census, in 1810. At that time 
government statistician Tench Coxe 
estimated the actual value of U.S. 
manufacturing establishments to be 
in excess of $200 million. In 1971, 
shipments of goods in U.S. industry 
totaled $669.8 billion. 

"We handle about three million 
pieces of paper in one of these cen
suses," says Miss Kallek. "And that's 
a lot of paper." 

This one will include the following 
fields: manufacturing, mineral indus
tries, retail trade, wholesale trade, 
selected service industries, transpor
tation and construction. 

In the survey of manufacturing, 
says Elmer Biles, chief of the Bu
reau's industry division, cost and 
quantity information will be collect
ed for some 800 materials. Also, 
quantity and value data on approxi
mately 10,000 products will be col
lected from 450 types of industries. 
For the first time, the census takers 
will require information on fixed 
assets. 

In keeping with past censuses, 
firms surveyed will be required to 
report—on an establishment-by-es
tablishment basis—the number of 
employees they have, the size of their 
payrolls and the value of sales or 
shipments. Retail firms also will be 
asked to report on sales by merchan
dise lines. 

In general, results of the census' 
various surveys will be published for 
the U.S. as a whole; for each state: 
and usually—within each state for 
counties, cities and "standard metro
politan statistical areas." The con
struction census, however, will only 
be at state level and below. 

Retail trade figures will be report
ed for major shopping centers, as 
well as for other categorit 
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The father of our country 
should not be the mother of invention. 

Many companies find George 
Washington so inspiring, they develop 
new products mainly to collect his 
portrait. 

On currency. 
Which results in many new 

products that are neither genuinely 
new nor genuinely helpful. 

So we feel there's a better reason 
to invent things: 

To solve problems for our 
customers. 

We've followed that philosophy 
since 1899, when we developed the 
first inexpensive paper cone for textile 

machines. 
And we've continued to follow 

it in developing other significant 
products. Such as fibre paper mill 
cores to replace more costly wooden 
and metal cores. And composite cans 
for liquids like oils and citrus concen
trates that replace expensive metal 
cans. And folding cartons and hun
dreds of other products that improve 
efficiency in virtually every major 
industry. 

If you'll write Sonoco Products 
Company, Dept. NB,Hartsville, S.C. 
29550 for our free booklet, you can 

learn more about the unique prod
ucts we've developed. (Which, 
incidentally, do not include the gas 
and oil products from Sunoco, 
another company.) 

The booklet will also tell you 
something else. How we've grown to 
a $135 million business. Which 
proves that necessity is not only the 
true mother of invention, but that 
she is very good to her children. 

Sonoco Products Company. 
Innovators in paper 0 * 

and plastics. -9k 
S0571 M0® 



This Month's 
Guest Economist 
Or. David Gilbert 
Chief Economist I 

]M First Pennsylvania Corp' 

The Changing Female Role 

Over the last 20 years a quiet but dra
matic change has occurred in the role 
women play in the economy. Tradition
ally, women would leave the labor 
force after marriage. But in the post
war period, changing values and time 
on their hands due to easier household 
maintenance propelled them into the 
job market in droves. 

As of 1970, the latest year for which 
figures are available, more than 31 
million women were in a labor force 
which totaled 85 million. In some in
dustries they constituted the great ma
jority of employees. 

Over 63 per cent of the female la
bor force participants were married. 

From 1948 to 1970, the labor force 
participation rates of married women 
who live with their husbands rose from 
22 per cent to 40.8 per cent. Signif
icantly, the greatest percentage in
crease in married female jobholders 
over this period occurred among wom
en with children under six years of 
age. Historically, this group has had 
the lowest participation rate. 

The incomes earned by wives are an 
important adjunct to their husbands' 
earnings. For instance, studies con
ducted by the Bureau of Labor Statis
tics demonstrate that of women with 
children under 17 years of age, those 
whose husbands' income is less than 
$5,000 per year tend most often to 
take jobs. 

Working women today also tend to 
be better educated than their histor
ical counterparts. In the period 1952-
1970, the median number of years of 
education that women in the labor 
force had completed rose from 12 to 
12.4. 

Along with changes in the level of 
educational attainment, there have 
been some shifts in the occupational 
distribution of women in the labor 
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force. Historically, clerical work has 
been the most important occupational 
area for women, and it still is. How
ever, over the last 20 years, more 
women have been assuming profes
sional and technical positions. With 
the increasing number of women com
pleting college, and obtaining higher 
degrees, this trend should continue 
through the 1970s. 

Teaching has been the most impor
tant professional position for women, 
but projections indicate there is likely 
to be an oversupply of teachers in 
coming years unless changes occur in 
the occupational mix. 

Some of those in the oversupply 
should find openings in medicine, den
tistry, engineering and various other 
sciences. All these areas will require 
added personnel, and it is likely that 
more women will be completing train
ing and seeking positions in them. 

Women have been an important la
bor resource to a number of major in
dustry groups. Approximately 39 per 
cent of employees in the wholesale 
and retail trades are women. In fi
nance, insurance, real estate and else
where in the service sector, women 
hold more than 50 per cent of the 
jobs. 

Women in the labor force experi
ence a higher unemployment rate 
than their male counterparts do. Look
ing at 1970, the joblessness rate for 
men over 20 years of age was 3.5 per 
cent, while for women in the same cat
egory it was 4.8 per cent. In part, the 
higher rate is due to the greater par
ticipation of women in unstable part-
time employment. 

Additionally, a major cause of un
employment for women is related to 
the difficulty of securing jobs on entry 
into the labor force. Typically, women 
tend to enter the labor force when 

economic conditions are strong, and to 
leave when a downturn occurs. During 
extended economic downturns, women 
who have lost their jobs end are un
able to find new employment will often 
exit from the labor force. 

The year 1968 provided an example 
of problems women face in relatively 
prosperous times. Out of a total female 
unemployment rate of 3.8 per cent, 
two percentage points were contribut
ed by women who were either reenter
ing the labor force or who were enter
ing for the first time and had not yet 
secured employment. 

In contrast, the unemployment rate 
for men that year was 2.5 per cent. 
New entrants were only responsible for 
.4 percentage points, while job losers 
were responsible for 1.3 per cent. 

The cyclical characteristics of fe
male unemployment will tend to 
change over the decade as more wom
en become permanently committed 
members of the labor force. There
fore, it's expected that the composition 
of the ranks of unemployed women 
will parallel that of jobless men. In 
each case those who have lost jobs, 
rather than those who are new to the 
labor force and can't find openings, 
will predominate. 

Labor force projections indicate the 
U.S. economy can look forward to a 
substantial supply of well educated 
women as we approach the end of the 
decade. There should be a minimum 
of five million more women in the la
bor force by 1980. Married working 
women should increase to 22 million 
by then as compared to 18.5 million in 
1970. 

Women will continue to contribute 
to growth of the national product 
through greater participation in the la
bor force in a broader array of occu
pational groups. 
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A Plan to Make 
Federal Budgeting 
Make Sense 
BY SEN. WILLIAM E. BROCK III (R.-TENN.) 

The nobody-really-knows-
what's-going-on Congressional 
approach to spending and taxing cries 
for reform, writes a Senator who 
takes a fresh approach 

Picture, if you can, a corporation 
with 500 men on its board of direc
tors. 

If that doesn't tax your credulity, 
try this. 

For reasons of its own, the board 
can't—or won't—pass on the corpora
tion's overall annual budget. 

Instead, it farms out small parts of 
the budget to scores of subcommit
tees, each riding herd on an office or 
two. 

They hold hearings that go on for 
months, as one executive after an
other comes forward to sell his of
fice's spending plans. 

Some executives go beyond per
sonal appeals. 

They coax stockholders to appear 
before the subcommittees to plug the 
executives' pet projects. 

Finally, often after the new fiscal 
year has begun, about 20 separate 
budget reports—or mini-budgets— 
go before the board. Most members 

have only a foggy notion of what's in 
a report or behind it. Only the hand
ful who held hearings, and drafted it, 
know that. 

So the board tends to go along 
with the spending plans those col
leagues have endorsed. 

Thus, bit by bit, the overall bud
get takes shape. 

Meanwhile, no board member 
knows how much it will add up to. 
Nor does the board weigh the rela
tive merits of competing demands on 
corporate funds. It's an open-ended 
way to draft a budget. 

We all know what would happen 
under a system like this. The board 
members would soon spend the cor
poration into bankruptcy. 

I ask, is that any way to run a 
railroad—or any other enterprise? 

Well, that's the way Congress runs 
the country. 

Almost every business, or munici
pality, adopts a budget before it 

starts spending money for the com
ing year. 

But not the federal government. 
To be sure, the President proposes 

a budget. But at no time does Con
gress accept it completely nor docs 
Congress adopt a budget of its own. 

Hodgepodge on the Hill 
Instead, the system works like this: 
Each January, the President sends 

his budget to Congress, asking it to 
approve specific spending programs 
and to provide money for them in 
appropriations bills. Since there are 
thousands of federal spending pro
grams, each bill includes funds for a 
number of them. 

Once introduced, the bills are sent 
to the House and Senate Appropri
ations Committees. There the various 
parts are referred to subcommittees. 

The House Committee, for ex
ample, has 13 subcommittees. There 
are subcommittees for agriculture, 



and environmental and consumer 
protection; for housing and urban 
development, space and science; for 
labor, health, education and welfare; 
for the Treasury, Post Office, and 
general government—plus others. 

In theory, the full Committee con
trols these appropriations bills. In 
practice, the subcommittees have al
most complete say-so in their own 
spheres. 

For one thing, they become ex
perts in their specialized fields. So 
members of one subcommittee tend 
not to challenge the decisions of the 
others. 

When the subcommittees have fin
ished, their recommendations are 
lumped together in an overall ap
propriations bill. 

Obviously, this catch-all measure 
may or may not reflect the judgment 
of the full Committee. It represents 
a collection of decisions (delegated to 
a lower level. , / j 

Sound like a weird way to run our 
biggest institution—the federal gov
ernment? 

Well, there's more. 

False ceilings 
Before voting any money, the Ap

propriations Committees usually wait 
for a green light from other policy
making committees of Congress. 

Each house has about 20 of them, 
with numerous subcommittees. They 
set an authorization, or spending 
ceiling, on all programs, new and 
old. 

Sometimes these ceilings are quite 
misleading. 

They may be set high in full 
knowledge that far less money will 
actually be appropriated. In this 
way, Congressmen can make what 
seem to be lavish, multibillion-dol-
lar promises, with the comforting 
knowledge that they won't be kept. 

Or they may grossly understate 

full costs by setting only short-term 
ceilings on long-range projects. In 
this way, Congressmen can let a pet 
program get its foot in the door—ap
parently dirt cheap. 

Only later do taxpayers find that, 
over the years, costs skyrocket. 
Medicaid is a good recent example. 

So much for spending. 
Now for raising the money to pay 

for it. 
The committees that spend have 

nothing to do with paying the tab 
That's the job of two other com

mittees- the House Ways and Means 
Committee and the Senate Finance 
Committee. They write the tax laws, 
change the rules, raise the rates or 
lower them. 

At no point does any Congres
sional body say: "Here's how much 
we want to spend. Here's what it's 
for. Here's how we'll get the money 
to pay for it." 

Or, better still: "Here's all that we 



AGELESS WORDS 

"God bless us every oner 
Tiny Tim in "A Christmas Carol" by 

Charles Dickens 

Tim speaks the thoughts of all of us 
at this time of year. May the spirit of 

those words prevail for yon and yours 
each and everyday. 

y 

Pete Progi 

speaking for your 

Chamber of Commerce. 

Federal 
B u d g e t i n g continued 
have to spend. And here 's how we'll 
stretch it to cover our priority 
needs." 

Unfortunately, a long time ago. 
Congress let the ul t imate authori ty 
for fiscal responsibility gravitate to 
the Whi te House. 

Today, the only place where a 
budget is pu t together is in the Of
fice of Management and Budget in 
the Executive Office of the Presi
dent. 

About all Congress does is look at 
the priorities set by O M B and add 
or subtract a few items. 

A lack of m a c h i n e r y 
Congress lacks the machinery to 

arrive a t its own priorities. 
All too often, it increases a budget 

rather than prune it. For example, 
in the last session, its impact on the 
President 's budget was to increase 
the deficit by some $9 billion before 
Presidential vetoes whittled that 
down to $5.76 billion. 

Under this system, quite predict 
ably, efforts to control federal spend
ing have flopped. Here 's how the fed
eral budget has climbed in the past 
few fiscal years: 

From 1968 to 1969, up nearly $6 
billion. 

From 1969 to 1970, $12 billion. 
From 1970 to 1971, nearly $15 

billion. 
From 1971 to 1972, more than $20 

billion. 
I t ' s estimated that from 1972 to 

1973, the rise will be as much as $2̂ > 
billion. 

The red ink on our balance sheet 
presents an even more dismal piC" 
hire. Federal deficits from fiscal 1970 
through 1973 will total an estimated 
$84 billion or approaching one fifth 
of our national debt. 

Nor is the future any brighter. A 
recent American Enterpr ise Institute 
study estimates these deficits, even 
on a so-called "full employment 
basis, at $5 billion in 1973; $14 bil
lion in 1974; $22 billion in 1975. 

It 's quite apparent that growing 
federal spending has brought us to 
a crisis stage. Th is fiscal crisis affects 
every American. 

Over 10 per cent of the avera£ e 

family's taxes go to pay the interest 
on our national debt which is ap
proaching $500 billion. 
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And the country is embarking on 
a new spending spree—for so-called 
social needs. Washington has an in
grained belief that if anything is 
wrong, anywhere, the cure is to throw 
money at it. 

This year, federal spending on 
education, manpower, health, hous
ing, civil rights and other social pro
grams will add up to $122 billion. 
Tha t ' s about half of Washington's 
total expenditures. 

A f r e s h a p p r o a c h 

I t ' s time to try a fresh approach. 
We can' t provide essential social 
needs within an expanding economy 
without a sound budgetary process. 

What is needed is thorough re
form of the way in which Congress 
handles spending and tax measures. 

T o meet this crisis, I will reintro
duce a bill I submitted at the last 
session: the Federal Act to Control 
Expendi tures and Upgrade Priori
ties. 

If passed, it would require not 
only Congress as a body, but each in
dividual member, to face up to his 
duty to curb spending. My bill con
tains five points: 
• I t would amend the House and 
Senate rules to create a Joint Com
mittee on the Budget. 

This Committee would develop a 
legislative budget—as opposed to an 
executive budget—providing a way to 
establish priorities and control ex
penditures. 
• It would require five-year budget 
projections for every major category 
of federal spending. 

Th i s would compel ( 'ongress and 
the Executive branch to acknowledge 
fully the long-range costs of spend
ing programs. All too often, in the 
years after they've passed Congress, 
federal programs' costs have bal
looned. It is no longer acceptable to 
evaluate project spending on a one-
Vear basis, as in the past. 
• I t wouid require reevaluatiofi of 
spending programs every three years. 

The purpose Of this is to ensure 
periodic Congressional review of all 
important federal programs. The 
trend today is to add new programs 
without even at tempting to do away 
with those that are outmoded and 
Useless. As a result, the government 
gets bigger and bigger and bigger. 

• It would require consideration of 
at least two years ' pilot testing of 
every proposed major program. 

This would provide Congress, and 
the country, with a better est imate of 
the costs and benefits of new federal 
projects. No prudent businessman 
would promote a new product na
tionwide without some preliminary 
market testing. I feel government 
should use the same prudent ap
proach with tax dollars. 
• Money for all federal spending, 
including that of the trust funds, 
would have to be appropriated an
nually by Congress. 

At present, more than 800 of these 
federal trust funds are not subject to 
this kind of annual review by Con
gress. 

Instead, they have a permanent 
spending authori ty. This spending 
adds to our huge federal deficits and 
should be subject to some review and 
discipline. 

H o w m a n y — a n d h o w m u c h ? 

The government has lost its sense 
of purpose in developing federal pro
grams. New ones are hastily con
cocted with little or no knowledge of 
what 's already in existence. Dupli
cation is the order of the day. 

Let 's take just one example. 
Today, we have more than 1,050 

federal domestic assistance pro
grams. 

Many overlap. This makes it al
most impossible to find out how 
many people are getting aid—and 
how much. It also leads to a great 
deal of waste and inefficiency. 

Making matters worse, it 's hard to 
determine what good the program is 
doing, if any. 

The five-point plan I have out
lined will bring about long-needed 
reform in the budgetary process if 
passed by ('ongress. 

It permits Congressional control 
over federal spending and, at the 
same time, a constant review and up
grading of national priorities. 

If Congress does not put an end to 
the spending spree, we face two al
ternatives: Taxes will go up—or a 
new surge of inflation will boost 
prices even higher. 

Neither is acceptable to me, nor 
tolerable to an already overburdened 
free society. END 

Association with the 
Whitney Harris 
Financial Opportunities 
Group entitles you to: 

• Borrow up to $10,000 
within 24 hours 

• Discreet and 
confidential 
handling 

• Flexible repayment 
schedules and 
full prepayment 
privileges. 

Transactions are by personal 
mail and nationwide. 

For particulars write: 
Mr. D. R. Bullough 
7720 First Security Building 
Salt Lake City, Utah 84111 

or call toll f ree: 800-453-5301 

Whitney 
Harris 
Financial 
Opportunities 
Group 0 
Established and 
capitalized by 

ITI 
International Telephone 
and Telegraph Corporation 

Low price time 
clock helps small 
companies meet 
strict requirements 
of wage-hour law • 
For fast information at no obligation, phone 
TOLL FREE 1-800/241-4990, (in Georgia 
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LATHEM TIME RECORDER COMPANY 
174 Selig Dr., S.W., Atlanta, Ga. 30336 
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FORE! 
Here's how to mix 
pleasure with busines 
in Europe—if you're 
a golf addict 

Tourism has given golfing a boost in Spain; there are many new courses. 
El Prat, near Barcelona, isn't a new course but it's one of the best. 

How would you like to be lining up 
a putt in the Engadine area of Switz
erland—snow-capped Alps in the dis
tance, a carpet of green underfoot 
and a plush Swiss hotel with a snug 
19th hole waiting for you at the end 
of the round? 

How about hitting a clothesline 
screamer on the King's Course at 
Gleneagles, straight down a Scottish 
Highland fairway, and then getting a 
birdie with a curling putt that has to 
traverse three humps and two hol
lows before plopping into the cup? 

Down on the Costa del Sol of 
Spain—a magnificent stretch of sea 
and land—new golf courses seem to 
appear every month. There's no wait
ing to play there, except when some
one famous turns out with an entou
rage. 

In the far north, at Trondheim, 
Norway, how would it be to tee up at 
10 o'clock on a summer night and 
finish the round just after midnight 
with the sun still shining brightly? It 
makes a great golf story to tell your 
friends when you get home. Who 
could top it? 

That's golf in Europe and the 
number of Americans sampling it 
nearly doubles each year. The new
est thing is for American business 
executives to take along their clubs, 
spiked shoes, sweaters and slacks and 
a couple of dozen large-size Ameri
can golf balls when they go to Eu
rope on business. 

It costs little to fly your bag over 

and back—nothing, of course, if your 
baggage is within your weight limit. 
So executives are saying to each oth
er, "Why not take the clubs along 
and relax a bit between conferences, 
appointments and plant inspections?" 

William Briggs, Washington repre
sentative for AMF, Inc., has gone 
even further. Every July he takes 16 
executives to Europe for two weeks 
of 36-holes-a-day golf. Before or after 
that golf marathon the executives, in
cluding Mr. Briggs, attend to their 
business chores. 

KLM, Pan American, BO AC and 
TWA report increasing business in 
taking golfers to the meccas of Prest-
wick, London, Geneva, Rome, Shan
non, Madrid, Paris and Frankfurt. 

Getting set for a golf holiday in
terspersed with business takes more 
than a day or two to arrange. If you 
hope to do so next spring or summer, 
now is the time to start planning. 

Here are some things to remember. 
Take along letters of introduction 

from your own golf club. Without 
them, most European clubs won't 
permit visitors to play—although 
many good European courses are 
open to the public. 

Bring your handicap card, your 
own shoes, clubs and a cover for your 
golf bag. 

Find out when the courses you 
want to play are open. Some close 
during the off season or on certain 
local or national holidays. 

If you're a golf fan, chances are 

you've heard about the famous 
courses: St. Andrews, Muirfield, Car
noustie, Prestwick and Troon >n 

Scotland; Prince's, Hoy lake. Went-
worth, St. George's and Birkdale fa 
England; Portmarnock, Ballybunion 
and Royal County Down in Ireland: 
Royal Waterloo in Belgium; St. 
Cloud and Chantilly in France and 
Italy's Villa d'Este. 

In addition to these, NATION'S 

BUSINESS has put together a list of 
fine but lesser known courses with the 
help of a dozen touring pros, goll 
writers, and businessmen golfers like 
Bill Briggs and KLM's Washington 
representative, Lestrade Brown. 

Here's the list by country. 

England and Wales 
Royal Lytham and St. Anne's Gojl 
Club is one of the finest courses i'1 

the world. It's a mystery why tbjh 

course, five miles from Blackpool, lS 

not better known. It lies near the 
Irish Sea. and it's big 6350 yard* 
long with par of 71. British Opt>n 

championship tournaments are play6* 
here. 
Formby Golf Club, also little known. 
is easily one of the 10 finest course8 

in Britain. It's a true championsh'P 
course, 6,862 yards long, par 72. J u S 

13 miles north of Liverpool, it's al-s0 

alongside the Irish Sea. 
At one time there was a snooty 

sign outside Formby Club whicn 

said, "Dogs, golf professionals an< 
women are not permitted in the cluC" 
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International and European 
championships have been played 
on the Olgiata course near 
Rome. It is used year-round. 

Ireland's Galway Golf Club doesn't 
offer a championship course, but it 
certainly tests your mettle. It's 
52 miles from Shannon Airport. 

The 18th hole at St. Andrews 
in Scotland is one of the most 
famous holes in links lore. Its 
backdrop: a venerable clubhouse. 
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After we take aim at your problems, we put ourselves under the gun. 

And that's what makes us dif
ferent from any other industrial 
lube supplier. 

We not only investigate your 
operation, we make a commit
ment. If there's a way we can help 
you save money, we tell you 
exactly how much. In advance. And 
in writing. 

All you have to do is follow 
the recommendations we work 

out with you—for a year. Then 
we'll get together again and 
figure out how much you actually 
did save. And give you the 
dollar figure. Again in writing. 

And the money we save is 
seldom restricted to maintenance. 
For example, we helped one 
large manufacturer in Minneapolis 
not only lower his maintenance 
costs, but also increase productiv

ity of certain operations by more 
than 30%! 

Ask us to take aim at your prob
lems. Call W. A. Mareneck at 
(212)883-3811. Or write him at Mobi 
Oil Corporation, 150 E. 42nd St., 
New York. N.Y. 10017. 

Mobil 
We sell more by selling less. 



FORE! continued 

house"—in that order. But the club's 
less starchy now. 
Little Aston Golf Club, eight miles 
from Birmingham, is 6,700 yards with 
par of 71 . It, too, is a home for En
glish championship tournaments . 
Ferndown Golf Club, near Bourne
mouth, while not a championship 
course, is a good one. I t ' s 6,500 yards 
with par of 70. 
Royal Cinque Ports Golf Club is a t 
Deal on the windy English Channel . 
Few Americans seem to know about 
this 6,4]4-yard, par 71 masterpiece. 
The course is on links land—mean
ing sandy, seaside soil. St. George's 
and Prince 's are nearby, making the 
area a true golf center. 
Llandudno Golf Club is Wales ' best. 
Regular professional tournaments are 
played on the 6,546-yard layout, par 
70. 

Royal Mid-Surrey Golf Club in 
Richmond, Surrey, is 45 minutes by 
car from the center of London. The 
club is prestigious and the course is 
flat enough not to unduly tire the ag
ing golfer- length 6,435 yards, par 
70. 

'Moor Park Golf Club, a t Rickmans-
worth, has two courses. One is 6,652 
yards , par 71 ; the other, 5,820 yards. 
par 67. You can ride to the club on 
the London Underground. 
Soulhport and Ainsdale Golf Club is 
a near-championship layout near 
Formby. Length is 6,452 yards and 
par is 71. Classic Victorian hotels— 
unlike anything in America—are 
near the course. 

Sunningdale Golf Club a t Sunning-
dale in the London suburbs isn't so 
well known now, but was 50 years 
ago. T h e late Bobby Jones once shot 
a 66 there, 33 out and 33 in, some
times considered the most perfect 
round of golf ever played. The main 
course is 6,565 yards long, par of 70. 

S c o t l a n d 
Blairgowrie Golf Club at Rosemount 
is 15 miles from Per th in the south
ern Highlands. One unusual feature 
is the bowl-shaped first green; the 
eui) is sometimes spotted in the cen
ter, and all put ts are theh downhill. 
Length is 6,500 yards and par is 72. 
Turnberry Golf Course is in the top 
rank of Scottish golfing places with 
two fine courses Ailsa and Arran. 
The Ailsa course is a monster, 7,100 

yards long with a deceptive par 71. 
Arran is 6,650 yards with par of 70. 
A magnificent golfers' hotel nearby 
is just 20 minutes from Prestwick 
Airport where New York to London 
flights stop daily. 
Royal Dornoch Golf Club, in the far 
north a t Dornoch, has a 6,500-yard 
par 70 course at sea level. The course 
is practically in the town of Dornoch. 

The village of Gullane (pronounced 
Gill-in), not far from Edinburgh, is 
definitely in golfing country. 
Gullane Golf Club has three 18-hole 
courses. The women's Curtis Cup 
matches are played here. 
North Berwick Golf Club, another 
championship layout, is not far from 
Gullane. I t is 6,400 yards long, par 
70. Pot bunkers are common on the 
course, which is near the Firth of 
Forth. 

Ire land 
Royal Portrush Golf Club is little 
known in the United States, although 
British Amateur championship tour
neys are played there. I t ' s in North
ern Ireland, 65 miles from Belfast. 
The Royal Dublin Golf Club a t Dol-
lymount on Bull Island is 15 minutes 
from the capital of Eire. This course, 
with the sea all around, is tough 
enough for scratch players, yet not 
too hard for 15-handicappers. Length 
is 6,700 yards and par is 73. 
Killarney Golf and Fishing Club is in 
County Kerry a t Mahony 's Point. 
Shannon Airport is 80 miles away 
and this could be your gateway to 
golf in Europe. The Killarney course 
skirts around beautiful Lough Leane. 
Length is a hefty 6,750 yards and par 
is 72. 

Ixthinch Golf Club in County Clare, 
25 miles from Shannon Airport, has 
an excellent course that few Ameri
cans seem to know about. I t ' s 6,300 
yards with par of 70 and tricky 
greens. 
Cal way Golf Club has a par 70 
course overlooking Galway Bay- you 
can see the Aran Islands as you play. 

Hol land 
If you believe that Scots invented 

golf, keep it to yourself in Holland 
because Dutchmen claim they did, 
in the 13(X)s. 
liuugschc Gdf en Country Club, four 
miles from The Hague (which is Den 

Haag in D u t c h ) , is a 6,000-yarder 
with par of 70. The course is on links 
land, among sand dunes. You need 
good iron play to score well. 
Hilversum Golf Club is near the mid
dle of little Holland. Playing back 
tees makes the layout 6,800 yards . 
P a r is 73. T h e course is flat and 
sandy. 

B e l g i u m 
Royal Golf Club of Belgium near 
Brussels has a first-rate course of 
6,650 yards with par of 72. A typical 
Belgian country house serves as club
house for the course, which is a fa
vorite of wealthy Belgians. 

L u x e m b o u r g 
Golf Club Grand-Ducal de Luxem
bourg is the only 18-hole course in 
this little country and it's unlikely 
that you'll know anyone who has 
ever played it. Apart from novelty, 
it 's an interesting 0,200-yard course, 
par 71. 

France 
Golf de Chiberta, near Biarritz, is one 
of France 's best all-season layouts. 
I t ' s 5,600 yards, par 71, hilly and 
wooded, with challenging fairways. 
Cannes Country Club at Mougins is 
about four miles from the Mediter
ranean among pine trees. It was a fa
vorite of the late Aga Khan . Length 
is 0.000 yards, par 72. 
Golf Club de Compiegne is near the 
town famous as the site where Ger
many surrendered in World War I 
and France did in World War I I . I t 
is an excellent course a heavily 
wooded 6,000 yards, par 72. 
Golf de Foiilainebleau is just south 
of Paris. Despite a par 73. its tight 
fairways and length, 6,200 yards, 
make it no cinch. Since Fontainebleau 
was a major American military area 
for years, English is widely spcken 
here. 

Golf de Saint-Germain at Saint-Ger-
main-en-Laye, 25 miles from Paris. 
has one of the better courses in Eu
rope. Ixmgth is 6,(XX> yards and par 
is 73. 

Spain 
Golf is coming on strong in Spain. 

Real Club de Coif El Prat, 20 miles 
from Barcelona, is still the nation's 
l>est course, although it 's not new, as 
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many Spanish courses are. Length is 
6,400 yards and par 72. There are an 
additional nine holes among Spain's 
famed umbrella pine trees. 
Real Automobile Club de Espana, 30 
miles from Madrid, is also very good, 
although the club is at sea level and 
very hot in summer and cold in win
ter. Length is 6,200 yards; par, 72. 
Real Club de la Puerto de Hierro is 
really a network of courses. It's 
handy to Madrid, only 10 miles away 
on the La Coruna Road. You may be 
told you must have a member in your 
foursome. 
Club de Golf Sotogrande, between 
Malaga and Gibraltar, is a coming 
star among European courses. This is 
the heart of the Costa del Sol coun
try and the course, lying among stark 
hills, is still developing. 

Nearby are courses at San Roque, 
Torremolinos, Atalaya, Guadalmina, 
Los Monteros and Malaga. 
Nueva Andalucia Club, in the same 
area, has two 18-hole courses de
signed by Robert Trent Jones, the 
American golf course architect. 

Northern Spain has fine courses 
along the Bay of Biscay. 
Real Golf Club de San Sebastian is 
one of them. Fifteen miles from the 
town of San Sebastian, it's 6,000 
yards long, par 68. 

P o r t u g a l 
Estoril is the retreat for much of 

Europe's worn-out royalty and run
down aristocrats. 
Estoril Golf Club is one of their fa
vorite haunts. The club is 20 miles 
from Lisbon by car. Two courses are 
available. 
Club de Golf Vale do Lobo is in the 
Algarve in southern Portugal. New 
hotels, motels, rental cottages and 
apartments line fairways. A big jet-
port at Faro is 20 minutes away by 
car. Lobo is big—7,000 yards with 
par of 73. 

M o n a c o 
Monte Carlo Golf Club at Mont 
Agel, altitude 2,600 feet, is a short 
5,000-yarder, par 68. If you hope ever 
to shoot par, here is your best spot 
to try. 

I ta ly 
Circolo Golf Olgiata is Italy's best. 
International championships have 

been played at Olgiata, which is 25 
miles north of Rome. Its west course 
is 6,500 yards long, par 72. The 17th 
hole, 515 yards long, is one of the 
finest golf tests on the Continent. 
Circolo del Golf di Roma is located 
on the Via Appia Nuova. Old Roman 
edifices are along the fairways of this 
6,000-yard course, par 70. 

Some of Italy's best courses are 
around Milan. 
Golf Club Milano, 22 miles from the 
city, is one of them. It's 6,200 yards 
long, par 72. 

G r e e c e 
Glyfada Country Club is near Elli-
niko Airport outside Athens. Stark 
hills overlook the 6,700-yard, par 72 
course. Its new clubhouse is an add
ed attraction. 

Switzer land 
Golf Club de Geneve is only 20 min
utes by car from downtown Geneva 
hotels. By Swiss standards, this 
6,400-yard course is flat. Par is 69. 
Crans Golf Club, nestled in the Alps 
near the village of Crans, is Switzer
land's best. It's 6,600 yards long, par 
73, and was the first course formally 
organized on the Continent. 
Golf and Country Club Blumisberg, 
14 miles from Bern, has a good par 
72, 6,250-yard course. The second 
nine is spectacular, laid out on a 
plateau more than 2,000 feet high. 

Austr ia 
No really fine golf course has been 

built in Austria, but there are two 
fair ones among the 12 in the country. 
Karntner Golf-Club, Dellach, is the 
best. Length is 6,200 yards and par 
is 70. 
Golf Club-Wien, next best, is an 18-
hole, 6,000-yard, par 70 course. It's 15 
minutes by car from Vienna, near the 
Vienna Woods and next to a race 
track. 

G e r m a n y 
Golf-und-Land-Club Koln (Kdln is 
called Cologne in English) is the 
best course in Germany. The 6,600-
yard, par 72, heavily wooded course 
is championship caliber and perfectly 
kept. Par three holes are outstanding. 

You wouldn't think that hemmed-
in Berlin would have room for golf 
but it does—two courses. 

Berlin Golf and Country Club is the 
better. It's primarily an Allied Forces 
course, only 20 minutes from the cen
ter of Berlin by car. Length is 6,360 
yards and par is 70. 
Golf-und-Land-Club Berlin-Wannsee, 
the other course in West Berlin, is a 
nine-holer. 
Frankfurter Golf Club is one of the 
best in Europe. The par 74 course, 
6,400 yards long, is heavily trapped 
and fairways are lined with trees. A 
hook gets you in trouble here. Excel
lent par three holes are a trademark. 
Munchener Golf Club (Munchen is 
Munich in English) has two courses. 
The Bavarian Alps and a lake nearby 
make the courses worth playing for 
the scenery alone. 

D e n m a r k 
Golf has been popular among 

wealthy Danes for 75 years. 
Copenhagen Golf Club at Spring-
forbi, 30 minutes by car from Co
penhagen, is the country's best 
course. The course is near the sea 
and quite flat. It stretches 6,500 yards 
with par of 71. 

Norway 
Oslo Golf Club, six miles from Oslo, 
is one of the most spectacular courses 
in the world. It's high in the moun
tains, and has a large lake winding 
through it. 

The mountain air is cool, crisp and 
fragrant with the smell of trees and 
grass. Par is 71 and length is 6,300 
yards. 

S w e d e n 
Gdteborg Golf Club, 20 minutes by 
car from the city of Gdteborg, is one 
of Sweden's better courses. 
Boden Golf Club's nine-holer near 
Lapland offers you the rare opp()r" 
tunity to play golf at the Arctic Cir
cle. Go around twice for a par of 68 
over 5,200 yards. 

Czechos lovakia 
Coif Club Marianske Lazne, Marien-
bad, is the place to go if you fancy a 

capitalistic game of golf behind the 
Iron Curtain. 

It's a nice wooded course, perhaps 
worth traveling to a communist coun
try to play. It's 5,800 yards long-
par 72. 

Fore! END 
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Nation's Business Book Club 
INVITES YOU TO BECOME A Charter Member TODAY 
The new Nation's Business Book Club offers a unique opportunity for business people to purchase outstand

ing books, of special interest to them, at a substantial savings. The club is designed specifically for men and 

women who must keep up with the latest developments in all fields of business but who simply do not have 

the time required to search out and review new books. 

Each month the editors of the Club will select what they consider to be the most valuable work available 

for business people. Members will receive free of charge the Club bulletin containing a complete description 

of the new selection. Each book will be informative, useful and well written, and will be priced at a discount 

of from 20 to 35 per cent off list price. 

If you become a Charter Member now you receive as a free gift The Personal Investment Guide for Execu

tives and Professionals, described below. Recently published at SI 5.00 it is our way of thanking you for be

ing among the select group of Charter Members. So. why not join today and become better informed about 

the business world around you. 

This $15.00 book YOURS FREE as a Charter Member 
The Personal Investment Guide for Executives and Professionals 
by Martin (Bud) Schulman 

Today's investor needs direction and guidance to make wise use of surplus income. Martin Schulman is a 
businessman, investor, and trained accountant, and his book includes full and accurate information on 
over a dozen different types of investments both recommended and not recommended. This $15.00 
book is yours free as a Charter Member of the Club. 

CHOOSE ONE OF THESE FINE BOOKS AS YOUR FIRST SELECTION 
The Job Revolution 
by Judson Gooding 
This book deals with the changes in attitudes 
toward work brought about by evolving 
living standards and education levels. The 
book is revealing both for those who direct 
workers and those who are directed. 
List price $7.95 Member's price S5.95 

The Lacy Techniques of Salesmanship 

by Paul J. Micali 
A dynamic guide to the most successful 
techniques of salesmanship. Both mature 
salesmen and beginners will find that this 
book can lead the way to a richer, fuller, 
more successful life in selling. 
List price $8.95 Member's price $6.95 

The Great Executive Dream 
by Robert Heller 

An expose of the myths of management. Mr. 
Heller discusses unsound business practices 
as well as ways of avoiding common booby 
traps. Must reading for every executive and 
manager. 

List price $7.95 Member's price $5.95 

Office Systems and Procedures 
by George R. Terry 

Worthwhile reading for everyone involved in 
o f f i c e m a n a g e m e n t . This book 
systematically outlines the systems and 
procedures needed to cope with the 
t remendous volume of paperwork in 
business today. 

List price $6.45 Member's price $4.95 

NATION'S BUSINESS BOOKCLUB V I D m - > 
Box 4 2 1 , Cranbury, N.J. 0 8 5 1 2 , Department NH1Z7Z , . _ . fc -
Please enroll me as a Charter Member of Nation s Business Book Club. Send me the 
selection I have checked and my FREE VOLUME. Forthcoming selections and 
alternates will be described to me in a monthly advance bulletin and I may decline 
any book by simply returning the printed form always provided. I agree to buy as 
few as four additional selections (or alternates) at the reduced Member s Price (plus a 
small shipping charge) during the next twelve months, and I may resign at any time 
thereafter. 

NAME 

ADDRESS 

CITY 

• *__ 
STATE ZIP CODE 

Inclosed. D Bill my account. 

| | The Job Revolution (» $5 .95 

J The Great Executive Dream r« 
$5 .95 

I | T h e L a c y T e c h n i q u e s of 
Salesmanship (" $6 .95 

1 j Office Systems and Procedures 
0 $4 .95 

Note: Offer applies to U . S . , 
Possessions and Canada only, 
foreign memberships must be 
accompanied by an advance 
deposit of $10 .00 . J 



Call Me Indispensable... 
...Or: 
How to 
Survive in the 
Washington 
Bureaucracy 

Bureaucrat: A member of a bureaucracy; 
especially a government official following 
a narrow, rigid, formal routine. 

—"Webster's Seventh New 
Collegiate Dictionary." 

The professional bureaucrat is one who 
can devitalize ideas with deft thrusts of 
yesbuttisms and forthright avoidisms. 
Constructive interface avoidance and 
steadfast decision postponement are the 
finest products of the bureaucrat's art. 

—"When in Doubt, Mumble." 
By James H. Boren. 

Presidents, Cabinet officials and 
government reorganizational task 
forces sooner or later fade away, but 
the federal bureaucracy goes on and 
on. 

Since the birth of the nation, Pres
idents have concerned themselves 
with how to make the bureaucracy 
respond to their leadership and carry 
out their policies. Bureaucrats , on 
the other hand, have been dedicated 
to the principle of dynamic inaction 
and—as one of them might put it 
the optimization of the status quo. 

Though change in general is a 
force that they tend to view with 
alarm, it is the personnel changes of 
a postelection period that strike real 
terror in their hearts . 

Long before last month 's election, 
bureaucrats were developing their 
survival plans, dusting off techniques 
that have assured continuity in their 
ranks from Administrat ion to Ad
ministration. They move with the 
same apprehension if the man in the 

DR. JAMES n. BOREN, author of this 
article, is a Washington consul laid, 
lecturer, former Stale Department of
ficial and internationally known au
thority on dynamic inaction. lie is 
founder and president of the Na
tional Association of Profession'/! 
Bureaucrats, Inc. (NATAPBOBU), and 
author of "When in Doubt, Mumble" 
(Van Noslrund Reinhold Co.), a 
handbook for bureaucrats. It con
tains, among other things, techniques 
for the "probu" to use when asked 
about matters on which he either 
knows nothing or wishes to avoid tak
ing a position. For example, he 
should "phase out" but never "kill," 
"opt" but never "choose," "fall had-" 
but never "lose," "draft up" but nev
er "write," "staff out" but never 
"plan," "gear up" but never "start" 
and "preclude" bill never "ban." 

White House wins another four years 
there as they do if a new man comes 
in. For they know that changes al
ways occur as second term Presidents 
seek their niches in history. 

The following recital not only lets 
you in on what the professional bu
r e a u c r a t - l e t ' s call him a member of 
the species "probu"—does in such 
circumstances, but also gives you an 
idea of how he thinks and expresses 
his thoughts. 
• The transition committee. If possi
ble, the bureaucrat moves with un
usual dispatch to nail down a stall 
job on a Depar tmenta l transition 
committee. Th is is the postelection 
and pre-inaugural mechanism to 
make whatever changes are ordered 
a t the top. 

I t is also the instrument through 
which newcomers to government can 
quietly search for appropr ia te jobs to 
be filled. T h e bureaucrats on the 
committee have an opportunity to 
demonstrate that they want to be 
professional "members of the team, 
and perhaps may quietly help iden
tify potential vacancies. 

While transition committees are 
more important as survival bridges 
when there is a shift from one Presi
dent to another, the probu knows 
that proper participation in such ;1 

group following a President 's reelec
tion can also be very helpful. 

Members of transition committees-
normally take care of members ()1 

transition committees. 
• The indispensable expertise g(ifH' 
bit. By calling on years of shufflistie 
experience, probus can establish to* 
indispensable nature of their con 
finned service. Knowledge of specia 1-

ty language. Departmental regul*" 
lions, and the time schedule for re
quired documents are il lustrate* 
elements in establishing survivn'-
oriented expertise. Asa distinguish^* 
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leader of an operating foundation 
once put it: "If you cannot dazzle 
them with your brilliance, baffle them 
with your bullistic semantics." 
• The job classification. If the finely 
tuned antennae of a bureaucrat indi
cate probable vulnerability in retain
ing a job that is not protected by 
Civil Service regulations, he may ar
range to have his position brought 
Under that protection or may transfer 
to a position that is protected. This 
technique normally requires help 
from a friend in the personnel office 
and the alert probu usually makes 
his moves before an election, not 
afterward. 
• The transfer. If the atmosphere of 
•'« postelection period appears to be 
one with lethal fallout, the bureau
crat may wish to arrange a transfer 
to some area other than the head 

quarters or regional office. By being 
out of sight, the probu may be for
gotten. 
• Residuation. As a time-tested sur
vival technique, the use of residua
tion cannot be surpassed. It serves 
as the basic method when others can
not be followed with confidence. "To 
residuate" is the probu's verb form 
that relates low profile to the re
siduum the last remaining particle. 
By maintaining a low profile during 
Administration changeovers, the bu
reaucrat may choose the appropria te 
time to cautiously surface from his 
protective nest. The general rule: 
"When in change, residuate." 

• Policy homogenization. The sur
vival weaponry in the arsenal of bu-
reaucracy continues to grow and the 
adaptat ions arc as varied as the num
ber of bureaucrats. Change in policy 

does not concern the probus because 
they know they can operationally 
homogenize new policy decisions into 
the comfortable s tatus quo. 

Probus have mastered the art of 
converting straightforward policy 
s ta tements into programs that c a n . 
the rhetoric but cot the action. The 
process of translating definitive di
rectives into costly programs of 
decision postponement, action avoid
ance and creative nonresponsivoness 
can be called policy homogenization. 
• The study committee. S tudy com
mittees and task forces are accepted 
by a President as a means of initiat
ing action on his policies, but the 
probu views them as the first step in 
policy homogenization. Since any 
change of policy starts from existing 
policy, bureaucrats are assured an 
important operational berth either on 
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SURVIVAL 
PLAN 

FOR TIRED 
INDUSTRY 

In the past few years. Broward County 
— midway between Miami and Palm 
Beach—has become a mecca for light 
industries trapped in big cities. Because 
firms like Burroughs. Bendix. Motorola. 
STP. Westinghouse have learned that 
room to breathe, and a life to enjoy, 
mean higher employee-productivity. 

To learn how your plant, corporate 
headquarters or distribution center 
can fit neatly intoourcleanand beautiful 
subtropical land: attach coupon to your 
letterhead We'll mail you a compli
mentary copy of FACTS FOR INDUSTRY. 
an illustrated brochure telling about 
land, taxes, transportation, schooling, 
housing, finance. 

John C. Dabney, Executive Director 
Dept. ND 
BROWARD INDUSTRIAL BOARD 
2050 East Oakland Park Blvd. 
Fort Lauderdale, Florida 33306 

We may be interested in 
Plant Plant Site 
R & D Facilities Corporate 
Distribution Warehouse Other 
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Call Me Indispensable... continued 

the study committee or on the senior 
staff serving the committee. Even if 
all committee members are from "the 
outside," the staffing is invariably 
from within the bureaucracy whose 
direction it's proposed to change. 

Essential to any study process are 
the involved exchanges within the 
committee on definitions, direction, 
available human and material re
sources, existing and needed legisla
tion, economic and social impact, 
confrontation avoidance on ethnic 
and sexist issues, and the relation
ship of the study committee to other 
study committees investigating simi
lar policy statements. 

The study mechanism usually in-

port must be made available to vari
ous Departmental offices for com
ments before review copies can be 
printed and distributed for inter
agency discussions. 

Then the interagency copies must 
be circulated to each agency's key 
political and policy people to deter
mine possible overlap or encroach
ment on authority. Lengthy negotia
tions between agency heads and com
mittee members may result. 

Ultimately, the draft will be sent 
to the White House for informal con
sideration and comments. More ad
justments may be required, but a fi* 
nal report on policy implementatio 
will find its wav to the President' 

Boren's Buckslip for Bureaucrats 
Xerox and file 

Let's discuss at lunch; your club 

Innovate within established guidelines 

Rewrite with thesauric enrichment 

For your information 

Peruse, ponder and refer 

Draft reply with crisis orientation 

Develop rationale for nonconcurrence 

Classify and circulate 

Per your request 

Rationalize with policy flexibility 

volves the appointment of several 
subcommittees. 

Such a procedure assures oppor
tunities for intercommittee negotia
tions and maximized rewrites of pre
liminary drafts of tentative reports. 

While bureaucrats may not be ad-
justive in their philosophical adher
ence to the status quo, they have1 

learned to be very adjustive in their 
terminology. They are the first to 
embrace the new terms of an Admin
istration, and, in fact, are very help
ful in contributing terms that can be 
the subject of broad interpretation 
alter the study committee is disband
ed. Future marginal thinking can be 
enhanced by planting adjustive terms 
in basic policy documents. 

The draft of a study committee re-

desk from 12 to 24 months after the 
study committee was appointed. 

With the passage of time, the need 
for the policy change may no long'"1 

exist. Or. if it does, the bureaucrat 
may have built enough "adjustified 
into the basic document to assure 
that an operational program will , , r 

leveled or homogenized by the tin'0 

it comes out of a skewed pipeline. 
As many a President has discov

ered, the captain on the bridge i'i;,v 

give orders for a change of course te 
the helmsmen of the various watcheft 
but the ship of state may not 
respond. 

No policy change can be effected 
without the concurrence of middle 
level and senior level bureaucrats 
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The Past Is Prologue 
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December, 1917. In a matter of days, Russia would 
be taken out of World War I by her new rulers, the 
Bolsheviks. The first contingents of the American Ex
pedit ionary Force had landed in France five months 
before. Chateau Thierry , Belleau Wood, St. Mihiel 
and the Meuse-Argonne were half a year ahead of 
them. 

N A T I O N ' S B U S I N E S S that month looked not only a t 

the war but a t conditions needed for prosperity when 
the doughboys came home. 

In the first of four articles entitled " T h e Skeleton in 
Our Foreign T rade Closet," U.S. Tariff Commission 
member William S. Culbertson noted that countries 
like Germany, J apan , England, France and I taly "al
low a wide la t i tude" for "monopolistic combinations" 
of companies in order to bolster international trade, 
but that U.S. antitrust laws "are str ingent." 

While America should maintain "unrestricted com
pet i t ion" inside its borders, he argued, it should let its 
businesses "cooperate and combine for the purpose of 
selling their goods in foreign markets ." 

In "What ' s Ahead of Congress," House Speaker 
Champ Clark discussed wartime legislation, asserted 
that "a period of unexampled taxation is upon us ," and 
predicted: "Never, from now until the day of Judg
ment, will a parl iament approve such mighty ex
penditures ." 

He did somewhat better as a prophet when he fore
cast prompt Congressional action on "two great non-
war measures | that will | come before1 us suffrage and 
prohibition." T h e 18th Amendment , banning "intoxi
cating liquors," was approved by Congress that Dec. 
18 and ratification was completed J a n . 16, 1919. Con
gress didn ' t O.K. the 19th Amendment , giving women 
the vote nationwide, until the following J u n e ; ratifica
tion was completed in 1920. 

There were various articles about how business ' war 
effort was going, and there also was a personality 
sketch of Ju l ius Rosenwald, head of Sears, Roebuck 
and Co., who, as an unpaid adviser to the Council of 
National Defense, was busy helping the government 
round up clothing materials for the Army. 

Author J a m e s Morrow cited the great merchant ' s 
many philanthropies and quoted him as saying: "It is 
a crime to pile up money after one has accumulated all 
that he needs for himself and his family." 

Mr. Rosenwald. ^ , also reminisced about Richard 
W. Sears, whom he and a relative of his had joined as 
partners in the 1890s they made a $70,000 invest
ment in what had been solely a watch and jewelry 
mail order house. <A.C. Roebuck, he recalled, had no 
financial interest in the firm but "was always an em
ployee on salary.") Mr. Sears "died two year- ago, 
a very wealthy man," said Mr. Rosenwald. "Modest , 
always, and lovable, he was of great service . . . to the 
American people. He brought manufacturers and con
sumers together and saved the latter hundreds of mil
lions of dollars." 
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Is the HMO 
Just What You 
Ordered for 
the Doctor? 
The health maintenance 
organization, with its 
emphasis more on 
prevention than on cure, 
is due for much debate 
in Congress and 
elsewhere in 
the months ahead 

If the 1960s could be called the 
space decade, then the 1970s might 
well be labeled the health decade. 

Soaring medical costs, maldistri
bution and shortages of medical 
manpower, and other problems have 
made the state of the nation's health 
services a prime concern of govern
ment as well as of individuals. 

The new 93rd Congress is sure to 
debate the subject of national health 
insurance. The Administration has a 
health care plan and so do various 
Senators and Congressmen. 

One proposal likely to come before 
Congress is that the health main
tenance organization concept be 
given a stronger push. 

Billed as a new approach, the 
HMO idea has actually been around 
for 40 years. While it has many 
variations, in its simplest form it 
calls for a prepaid plan guaranteeing 
a list of medical services to the sub
scriber. 

What's new is the federal govern
ment's interest in the concept as a 
way to cope with the health care 
challenge. The Nixon Administra
tion, for instance, has gotten Con
gressional funding for some 110 
HMO's around the country and 
wants a large-scale extension of such 
funding. 

The typical HMO is an affiliation 
of doctors, hospitals, clinics, tech
nicians and nurses. Its advocates 
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This towheaded youngster had his broken arm taken care of through th 
health maintenance organization plan operatin&itg Columbia, Md_. ratingitiLoiumoi 
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Columbia's HMO will operate out of a 
new medical center this spring. William^ 
Towle_,_ administrator, checks details of 
a center model with his assistant, Ira Shimp. 

Complete and up-to-date records are 
a must in an HMO. Columbia's Mary Lou 
Le Compte, records librarian, is 
filing medical histories in the stacks. 

claim it will greatly increase tne ef
ficiency with which the health care 
industry serves the public. "Bet ter 
medical care for less cost," is the 
watchword. 

T h a t would be good news for 
businessmen, in particular. 

I t ' s the employer who foots the 
lion's share of the national health 
bill today, through group employee 
health insurance plans. 

And one rough estimate is that if 
national health insurance is enacted 
a n d in operation for five years, the 
typical business will see its spend-
Mlg on medical insurance double 
at least. 

•Antithesis of p iecework 
The H M O concept mounts a 

Strong attack on the traditional foe 
"tt-service mode of delivering medi
cal care in which the patient pays 
for each trip to the doctor's office 
o r hospital. 

In launching a drive for the HMO 
'M his 1971 State of the Union ad
dress. President Nixon pointed out 
'oat doctors and hospitals ordinari
ly "are paid, in effect, on a piece
work basis. The more illnesses they 
treat—and the more services they 
render the more income rises." 

The President argued, as do other 
•supporters of the H M O idea, that a 
•ixed-priee contract for comprehen-
s ' ve care "reverses this illogical in

centive. . . . Income grows not with 
the number of days a person is sick 
but with the number of days a person 
is well. . . . In an H M O . . . cost-con
sciousness is fostered." 

In other words, it 's to the eco
nomic advantage of the doctor and 
others affiliated with him in the 
H M O to keep you well, or spot ill
nesses early, so you'll stay out of 
the hospital and off the operating 
table — thereby reducing their ex
penses. The H M O shares the eco
nomic risks of illness with the sub
scriber. 

Paying more attention to preven
tive medicine and spotting illness at 
an early Btage is an approach, H M O 
advocates say. that will cut down on 
high-cost operations and hospitaliza
tions that occur when illness only 
comes to light in its later stages. 

This built-in emphasis on preven
tion is almost unique with the H M O 
concept. Private insurance1 plans and 
Blue Cross and Blue Shield, as well 
as Medicare and Medicaid, function 
more as conduits, paying medical 
bills (or part of them) after they're 
incurred. 

A logical question about H M O ' s 
is whether they really do what 
they're supposed to do—provide bet 
ter medical care for less cost. 

The best known example of an 
HMO-type operation is the Kaiser 
Foundation Health Plan, Inc., which 

serves 2.4 million people in Califor
nia, Colorado, Hawaii , Ohio, Oregon 
and Washington. 

Conceived in the 1930s Depression 
as a way to offer medical care to 
Kaiser workers in remote areas of 
the Hoover Dam-Colorado River 
project, it was expanded to cover 
Kaiser shipyard workers in World 
War II and thrown open to the gen
eral public following the war. 

Completely self-sustaining—there 
is no government participation- the 
Kaiser operation today is the world's 
largest private direct service health 
care plan, with over 2,000 doctors 
and 21 hospitals participating, and 

ets of about $250 million. And it 
boasts of concrete results in lower
ing the cost of health care for its 
subscribers. 

30 in operat ion 
Other long established fixed fee 

plans include the Heal th Insurance 
Plan of Greater New York, serving 
about three quarters of a million 
members; the Group Health Coop 
erative of Puget Sound, to which 
more than 15().(KK) Seattle. Wash., 
residents belong, and the Labor 
Heal th Center in St. I^ouis, Mo., 
which serves about 40,(KX) members. 

More recent plans include the 
Community Health Foundation of 
Cleveland I 1904). the Harvard Uni
versity Community Health Plan 
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Is the HMO Just What You Ordered for the Doctor? 
continued 

(1969) and the Columbia, Md., 
Medical P lan (1969), which is co-
sponsored by Johns Hopkins Hospi
tal and Connecticut General Life 
Insurance Co. 

I t ' s est imated that 30 H M O ' s are 
now operative in the U.S., providing 
services to about 6.5 million people. 

Why has the H M O idea failed to 
catch on in an even bigger way? 

One reason is that many have felt 
it is not a good approach to health 
care. 

Organized medicine opposed the 
concept in the past. Sta te laws were 
enacted outlawing "lay controlled" 
medical care plans, and severe sanc
tions were used against part icipating 
professionals by their medical so
cieties. 

Presently, however, the American 
Medical Association says it has "no 
clear-cut policy objection" to 
HMO's . The A M A supports "a plur
alistic delivery system," and says 
each H M O should be judged on its 
meri ts after thorough testing. 

Also, the A M A says it "opposes 
governmental intervention on behalf 
of any one method of practice over 
all others, or any unfair competitive 
advantage given such a system." 

Other factors which have slowed 
expansion of the H M O approach in
clude the fact that many people want 
as wide as possible a choice of doc
tors to see and t reatments to take; 
large start-up fund requirements 
' one est imate of planning and devel
opments costs alone is $250,000) and 
the tight physician market. 

K e e p i n g ha le in C o l u m b i a 
While almost no two H M O ' s are 

exactly alike, here's the way one 
works: 

The Columbia, Md., Medical Plan 
has about 12,500 members. I t 's pos
sible to join through an employer or 
if you're simply a resident of Colum
bia, a new town halfway between 
Washington, D C , and Balt imore, 
Md. Connecticut General Life has 
provided the long-range funding, and 
functions as the marketing arm of 
the plan along with Metropoli tan 
Life Insurance Co. and Equitable 
Life Assurance Society. 

A single person pays $19.50 a 
month; a husband and wife. $39; and 
a family with children, $66i Fees cov

er all major or minor illnesses. There 
is no extra charge for physicians, 
including surgeons; or for nurses, 
hospital rooms, lab work, X rays, an
esthetics or blood transfusions. 

Ext ra costs include a $2 "gate 
charge" for each visit to a clinic, re
gardless of reason or amount of care; 
a $2 charge per prescription; and a 
$100 materni ty case fee which covers 
all prenatal , delivery and postnatal 
care. 

Thi r ty days of inpatient psychiat
ric care a year a re par t of the pack
age, but there is a charge for out
pat ient psychiatr ic care—$2 each for 
the first 15 visits and $10 for each 
additional visit. 

There are reduced rates for Medi
care pat ients 65 and over who wish 
to join the plan and there is a sup
plemental plan with lower rates for 
those covered by medical insurance 
at their place of work. 

A subscriber gets to choose a phy
sician affiliated with the plan, and 
there 's access to specialists on the 
Johns Hopkins hospital staff. 

A Connecticut General spokesman 
says the company hopes the Colum
bia H M O project will "show us how 
to meet the problems of medical care 
without losing our shirt ." 

The company wants the service to 
be profitable, but at this point says 
it 's not. "We' re optimistic though," 
the spokesman says. He says Con
necticut General plans another H M O 
in Phoenix, Ariz. 

Companies outside the insurance1 

field—Texas Ins t ruments and Whit-
taker Corp., for example—also are 
looking into the possibility of run
ning H M O ' s for profit. 

Another aspect of business in
volvement in H M O ' s is the Twin 
Cities Heal th Care Development 
Project, which is aimed at fostering 
H M O ' s in Minnesota 's Minneapolis-
St. Paul area. 

Local banks, and insurance com
panies and other major firms which 
have ties to the area, are providing 
$40,000 each to start the program 
with a total fund of $800,000. 

Rejecting the idea of one large 
H M O to serve the area, the project 
seeks to s t imulate development of 
several, so as to give local consumers 
a wide range of choice and introduce 
a competit ive factor, with the vari

ous H M O ' s vying to offer the best 
deal to prospective members. At last 
count, five organizations were to be 
in operation by the end of the year. 
Eight others were on the drawing 
boards. 

The role of the development proj
ect is to help the various HMO's 
over the difficult period of organiz
ing and getting into operation, ac
cording to Warren Eust is , project 
director. 

"Escalat ing costs and lack of 
quality control got many companies 
interested," says William R. Hum
phrey Jr . , a General Mills, Inc., 
vice president. His company along 
with Control Da ta Corp., Honey
well, Inc., Minnesota Mining and 
Manufacturing Co. and Pillsbury 
Co. are some of the big-name busi
nesses backing the project. 

Adds J a m e s Het land Jr. , vice 
president for urban development of 
the First Nat ional Bank of Minne
apolis: 

"The approach of having several 
H M O ' s was a big factor in the idea's 
being accepted by members of the 
medical profession. They can develop 
their own plans and not feel it 's being 
dictated to them." 

A c o n c e p t on trial 
Roger Wheeler, a Control Data 

vice president, voices the feelings ol 
many in the Twin Cities business 
community that the H M O concept 
will be on trial. 

"We hope to get something pro* 
duced in a year and a half to two 
years ," he says. "Heal th care is ;1 

very high-cost area for us. We want 
to lower it. We would like to fi'1(l 

some alternatives. We want more 
choice for our employees." 

Before businessmen chuck t h d 
present employee health insurance 
and rush out to jump on the l lMO 
bandwagon, however, it 's importau 
to realize there are plenty of u*1* 
answered questions about impl e ' 
menting the idea. 

While there have been some brigl" 
successes for the H M O concept, 
there are many uncertainties abou 
getting an H M O off the ground-
Some critics question whetbs 
H M O ' s can successful I v function fi-
nancially when laced with enrollifl* 
cross sections of the population-
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How many older people or families 
with small children, for instance, can 
an H M O accommodate? Such mem
bers may often put a heavier drain 
on an H M O than a group of middle-
aged working people. 

Other vital questions revolve 
around how many services to offer, 
how to price the plan and how to 
market it. The Administration has 
been hoping the early federal fund
ing of H M O projects will turn up 
some experiences in these areas. 

Attracting members in sufficient 
quantit ies is another concern. One 
estimate is that 30,000 is the mini
mum number of members needed. 
Beyond that is the question of edu
cating people to the concept of pre
ventive care; to get shots and regu
lar checkups and the like. Even 
more extensive efforts would be re
quired to get residents of big city 
ghettos and the countryside (two 
areas where medical care is in short 
supply) to accept the H M O idea. 

Doctors, too, would have to make 
adjustments in working under a fixed 
fee, group practice system. A new 
corps of "paramedics" and compe
tent administrators to run H M O s 
would have to be developed, it 's 
believed. 

Also, there 's a conflict on the role 
°f profit in H M O proposals. One ap
proach is that "it 's immoral to make 
a profit from health care." But, as 
one company executive in the field 
Puts it, " I t doesn't poison the prod
uct if it 's profitable." 

Clark C. Havighurst , a Duke Uni
versity law professor who has ana
lyzed the H M O concept, argues that 
quality controls might be advisable 
u> prevent excessive economizing in 
Patient care. 

I'he Nixon Administration seems 
'o have made a strong commitment 
W the H M O idea as one way to cope 
W l t h the country 's health problems. 
John G. Veneman, under secretary 
o f Health. Education and Well 
sa.vs the aim is to make the H M O 
available as an alternative to about 
•H) per cent of Americans by 1980. 

If that goal is realized there are 
l ) ( )und to be far-reaching changes 
*°T patients, doctors, hospitals, in
surers and businesses that supply 
health insurance to their employees. 

END 
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PATENTED ACTION 

SNA! 
F I S H F E E D E R 

for * ^ $ 15 9 5 
FLAKE OR GRANULAR FOOD 

*52£ 
FEED VOIR 

FISH ONCE 
A MONTH ! 

The new "SNAP" fish feeder is designed to automate 
the daily feeding operation for your aquarium pets. 
Made of durable CYCOLAC plastic it is virtually 
indestructible under normal conditions. Simple to install 
and adjust yet will run month after month unattended. 
I'sos minimum space. Food will not cake or stick. 
Amount of food dispensed is adjustable to suit your 
needs. Holds a minimum full charge supply of food for 
30 days single feeding, refilled easily. Can be set to 
feed once or twice a day. Dispenses all types of 
commercial fish food flake or granular. Distinct 
"SNAP" action summons the fish at feeding time. 
"SNAP" is operated by a I'D approved timing motor 
lone year guarantee) using 110 Volt A.C. 60 Cycle 
house current. Cnits for 220 Volt, 50 Cycles available. 
All mechanical parts are guaranteed for 5 years. 

INTERNATIONAL MERCHANDISE MART, INC. 
P. O. BOX 1621 

SHREVEPORT, LOUISIANA 71164 

Please send me the "SNAP" automatic fish feeder. If 
not fully satisfied I will return it within 10 days for a 
full refund. 

I enclose $15.95. 

Name 

Address 

City, State, Zip 



Group Thinking: 
A Pitfall for Any 
Company 
Executives who swim against 
the tide can keep your business 
buoyant; how do you get 
them to do it? 

"If two men in a company think exactly alike, one of 
them is expendable." 

That quip touches on a very important business 
truth: Companies may pay many managers and many 
supervisors, but get only a single, diluted composite 
opinion. 

While the checks and balances that evolve from 
group thinking may contain certain safeguards, they 
exact a heavy price in the form of duplication and stag
nation. 

Finding out how your management team's judgments 
are affected by the pressures of group interaction may 
be a long step toward a surge in company performance. 

Research that has been going on for a good many 
years proves two troublesome points: 
1. Many people are prone to change even their firmest 
views in order to fit in with the majority opinion. 
2. Others have the opposite trait of refusing to be 
caught changing their minds publicly, even in the face 
of new evidence. 

There are constructive lessons to be derived from 
this. You can learn to understand yourself better and 
to make more rational decisions in the face of group 
pressure. And you can develop methods for getting 
clearer thinking and better follow-through from any 
group that you are directing—in your company or even 
in a club or civic situation. 

First, a few basic facts about how any one of us may 
find his judgment influenced by the words of others. 
Think about the people in your own office as you read 
the following account of how the research into this sub
ject first started at Swarthmore College. 

In the 1940s, Prof. Solomon E. Asch began measur
ing how well an individual can "swim against the tide" 
by performing a simple experiment with groups of from 
seven to 15 persons. 

One person in each case was the "guinea pig," but 

didn't know it. The others all were "in" on what waS 
going on. 

A line was drawn on a blackboard. Then, on another 
blackboard nearby, three more lines were drawn—one 
just like the first, the other two so different in length 
that there could be no optical illusion of similarity. 

Everyone was asked: "Which of the three lines is the 
same length as Line A?" 

And everyone would answer correctly: Lino C. B l l t 

then the question was asked again, and almost everyone 
would start to change his answer to Line B. 

As the query was repeated and more persons shitted. 
would the guinea pig stand firm, or be swayed by the 
others? 

This experiment was performed hundreds of times, 
and over 36 per cent of the guinea pigs actually turned 
away from the clear facts in front of them and switched 
to Line B. When asked why, most said they though* 
their eyes must have played tricks on them. But some 
honestly admitted they found it "embarrassing" to be 
different, and others said they were willing to shelve 
their own opinions "in the interest of a uniform result 

The fact that one out of three persons will go again*' 
the evidence of his own eyes if enough others Oppose 
him is confirmed by a common courtroom occurrence-
Experienced lawyers know that a witness to an acci' 
dent often is swayed by what was said after it occurred 

"If several people leap from one car and shout con
vincingly about the wrongs of the other driver, the wit
ness may lean toward that view, regardless of what he 
actually saw," says one trial lawyer. 

Three becomes the crowd 
Variations of the Asch experiment showed that '<• 

vote of two against one had little effect. But when 
third person joined the two, the individual left si0** 
weakened greatly. 

58 N A T I O N ' S H t X I NESS D E C E M B E R l f l 7 



Such a follow-the-pack behavior pattern was clearly 
observable in a recent committee meeting at an impor
tant tool company. 

Eight executives were discussing the possibility of 
cither setting up manufacturing facilities in Europe or 
licensing a European firm to use the company's patents 
and know-how. The president stated the alternatives, 
but tried not to show his own inclination. Then he 
asked for comments. 

One senior man said he couldn't sec draining off the 
lirm's high-level manpower by sending select executives 
and engineers to start operations abroad. Then an ag
gressive younger man took the opposite view. 

"Th i s would represent only a temporary drain," he 
argued, "whereas licensing a foreign firm would mean 
<'i permanent decision to leave the company's technolo
gy in the hands of outsiders." 

Two other executives nodded in agreement. 
"And you could feel the whole room tip over in that 

direction." says a man who was present. "After that. 
everyone including the first executive who had spoken 
against a foreign operation gradually melted in with 
the notion that such a plan would be preferable to li
censing. Right or wrong, the licensing idea never got 
any real consideration." 

I t is not a t all derogatory to assume that something 
similar to this often determines how you and your col
leagues line up when mat ters of judgment are involved. 
Such reactions are normal. 

Inflexible—and irrat ional 
If a third of any group is willing to let its thinking 

be warped in order to conform, that still leaves two 
thirds who resist such pressure. 

Bu t are those two thirds really thinking for them
selves? Not necessarily. 

Tes ts have shown that many people are very reluc

tant to shift away from a stand that others have seen or 
heard them take. They are just as subject to group 
pressure as the wishy-washy ones, for they let the group 
force them into an irrational stiffness. 

Not long ago a number of people listened to a lec
ture giving strong arguments against reduction of the 
voting age, and each person was told to write an essay 
stating his own views. 

Some were instructed to sign their names to their 
essays, and the position they had taken was made 
known. But others were allowed to remain anonymous, 
so that none of those around them knew which side 
they were on. 

Then the whole group was given another lecture, 
strongly favoring a cut in the voting age. After that , 
each listener was asked to state his position openly. 
The ones who had been anonymous before were much 
more ready to change their views; those who had taken 
a firm public stand earlier were very stubborn about 
clinging to it, despite the new arguments they had 
heard. 

I t seemed to boil down more to concern with appear
ance than with the issue. When the order of the lectures 
was reversed, the results were about the same. 

Firmness is one thing a good thing. Phony con-
ency, just to impress others, is different and all too 

prevalent. 
While a lot of people will switch to join a majority, 

many others refuse to be caught in the act of changing 
their minds even when the new evidence warrants 
fresh thinking. 

So in any typical management group, there is con
siderable danger that well over half the members are 
failing to reach or to give their own best opinions. 
Many of these people may have a capacity for sound 
judgment , but this gets blotted out whenever they are 
part of a team -a s nearly everyone in business is. 

S t r a i g h t e n i n g yourself o u t 
But there are ways to make big improvements in our 

performance along these lines. 
For one thing, by knowing that the principle of 

group pressure works on everyone to some extent, each 
of us can look at his own reactions and upgrade his 
ability to stay in balance between the extremes of con
formity and inflexibility. 

Self-examination is always the toughest of exercises. 
It is probably not possible to be entirely objective on 
the question: "Am I an independent thinker or a con
formist?" 

For that matter, there may be no one correct answer. 
Most persons can be self-assured in one situation or on 
certain subjects and yet cling to group thinking in oth
er cases. 

But we can give ourselves a better answer about a 
specific instance. Each of us does know privately how 
he reacted a t a meeting. Pick several such recent 
events, and ask yourself: 
• Did I form my own independent conclusion? 
• Did I say it openly and clearly? 
• If not, was it because there is any real danger that 
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Group Thinking: A Pitfall for Any Company continued 

an independent opinion might jeopardize my position? 
<Tn which case the problem may be quite a different 
one, caused by other people's reactions, rather than 
your own.) 
• Or was it because I just didn't feel like making the 
effort to think things through or take a stand? 
• At these recent meetings, have I changed any previ
ously stated opinions? (If not, you'd better consider 
the possibility that you are being stiff, rather than 
firm. Circumstances are constantly shifting in the busi
ness world, and it is unlikely that all of last year's judg
ments are the best possible ones today.) 

Straightening others out 
You can also put these principles to good use in get

ting fresh and constructive thinking from your col
leagues. 

First, there is the problem of ensuring that each per
son feels as free as possible to say what he thinks. One 
good rule to follow whenever a subtle question has to be 
decided is: Make sure that each person on your team 
gives you his opinion in a private two-man conversa
tion, before there is any meeting. 

Some business leaders make it a practice at meetings 
to be silent on any issue until their subordinates have 
spoken, so that the subordinates can't merely say what 
they think the boss wants to hear. 

It is often equally important to avoid any meeting at 
all, so that the third, fourth and fifth men who speak 
don't merely paraphrase the views of the first two. It 
takes a little more time to have separate talks, but on 
important questions it can pay. Later—after the opin
ions are on the record—you may want to hold a meet
ing to thrash out details, to compromise deadlocks, or 
to make sure that everyone knows what is expected of 
him. 

Second, there is the problem of occasionally encour

aging each person to rethink and perhaps alter hi* 
opinions on the basis of logic—but not simply to veer 
toward others. Here the tightrope between conformity 
and stubbornness has to be negotiated. 

The best method, in the opinion of many practical 
psychologists, is to make it clear that you've come to a 
moment for reassessing all the facts. State plainly that 
you see no merit in either affirming or changing an 
earlier view, but that the only merit is in balancing the 
pros and cons as of now. It sometimes helps to mention 
some change in your own opinion, if there really is one. 
This may encourage others to abandon a stiff posture. 

But continue to ask each person why he either in 
keeping or discarding his previous views. Drawing hini 
out on his reasons will discourage any lazy lapse into 
group thinking. 

Every test made in the years of research on this sub
ject has confirmed that any group or team is like a liv
ing thing. Each person in it has the power to influence 
others, to tip the balance and to determine whether a 
right or wrong turn will be taken. Not only as a boss. 
but also as a team member, you can have a part in the 
choice. 

And since each group is different, there is a lot of 
leeway for you to make your own findings about the in
teraction among your particular set of colleagues. By 
being alert to the basic principles stated here, you can 
adapt them to the situations you face, moving yoursell 
and your company toward more dynamic performance. 

—CHARLES A. CKRAMI 

REPRINTS of "Group Thinking: A Pitfall for Any Com
pany" may be obtained from Nation's Business, 1615 " 
St. N.W.~ Washington, DC. 20006. Price: One to 49 
copies, 35 cents each; 50 to 99, 30 cents each: 100 to 
999, 17 cents each; 1,000 or more, 14 cents each. Please 
enclose remittance with order. 

60 NATION'S B U S I N E S S / D E C E M B E R 19?2 



decorate for Profit 
with these Framed ''Rare Coin Sets. 

sMj^j^^^^M^BSMMJSS^^^^^^ 

5-Year Repurchase Guarantee 
If after 5 years from date of purchase, this choice U.S. coin 
collection has not increased in value, MailMart guarantees 
to repurchase it from you promptly at the full original 
purchase price, provided the set is undamaged and in its 
original presentation frame. This guarantee is made in full 
confidence that rare coins are extremely likely to increase 
in value with each succeeding year. 
MAILMART, 485 Madison Ave., New York, N.Y. 10022 

Coin sets l ike these are on display in many museums. Now 
you can hang them on your wal ls or stand them on a table. 
They' re magni f icent ly f ramed, with p ic tures and tit les inc luded 
that add great ly to their decorat ive interest. Your guests wi l l 
be fasc inated. 

Meanwhi le , you' l l be making money! It's a fact : the value of 
rare co ins has risen 15-25% every year for the past twenty 
years. These beauti ful decorat ions are also beaut i fu l invest
ments ! Quant i t ies are l imi ted, so send for yours today. 

Your Choice of 6 Fascinating Sets: 
A. PRESIDENTIAL COIN SET. 6 of our greatest Presidents com
memorated in an uncirculated set: Lincoln cent, Jefferson nickel, 
Roosevelt dime, Washington quarter, Kennedy half-dollar. Eisen
hower dollar. 11" x 13" frame. 

$13.95 plus $1.95 shipping and handling. 

B. LINCOLN MEMORIAL SET. Displays 29 uncirculated Lincoln 
cents, from 1959 to 1971, with beautiful illustration. 10" x 12" walnut 
finish frame. 

$12.95 plus $1.95 shipping and handling. 

C. WARTIME EMERGENCY COIN SET. Exciting collection minted 
between 1942 and 1945. Includes 11 wartime nickels. 6 Lincoln cents. 
(3 steel, 3 shell case) with patriotic illustration. 10" x 14" walnut 
finish frame. 

$16.95 plus $1.95 shipping and handling. 

D. U.S. GOVERNMENT PROOF SET. Complete set of hermetically 
sealed proof coins with colorful picture and informative story. 
12" x 14" walnut finish frame. 

$22.95 plus $1 95 shipping and handling. 

E. SILVER INGOT STORY. Four 1 oz. ingots of .999 pure silver com
memorating Philadelphia Centennial, Abraham Lincoln, J. F Kennedy, 
American Eagle. With photo of giant silver dollar in 12" x 14" walnut 
finish frame. 

$39.95 plus $1.95 shipping and handling. 

F. U.S. OBSOLETE COINS & CURRENCY OF THE 20TH CENTURY. 
Contains examples of all modern-date obsolete coinage: zinc-
coated lead 1943 cent, Buffalo nickel, wartime Jefferson nickel, plus 
the last of the silver-content coins-Mercury dime, Roosevelt dime, 
Washington quarter, Franklin half-dollar and Kennedy half-dollar. 
Also a $1.00 silver certificate and $2.00 bill. All in fine condition, 
mounted in 13" x 16" solid wood frame. 
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Defeating 
a Deadly 
Enemy 
on Our 
Highways 
A drive is on to stop 
the motorist who 
commits offense after 
offense after offense 

This country has been involved 
for many years in an undeclared war 
on its highways. 

The conflict has been extremely 
costly. 

Last year, for example, the death 
toll on our roads totaled 55,000-— 
one fatality every 10 minutes. I n 

addition to the loss of lives, auto
motive accidents in 1971 cost the 
public nearly $4 billion in lost wageft 
more than $1 billion in medical <>s 

penses, nearly $5 billion in property 
damages, millions of hours of ' ( , s 

productivity, and immeasurable 
amounts of personal suffering. 

Many Of those accidents may b ; l V t ' 
been unavoidable. However, inoi'i' 
than half were caused by reckleSSi 
irresponsible drivers classified s* 
"habitual offenders." 

This kind of motorist traditionally 
J has been protected by public apatW 
• and even unawareness of his ex**' 
' tence. 

However, as part of a public servii'1' 
campaign to reduce automotive , ; l ' 
talities. the National Association of 
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Insurance Agents has mounted a 
major drive aimed a t unveiling the 
habitual offender, and ultimately re
moving him from the highways. 

According to research compiled by 
the Consumers Insurance Informa
tion Bureau, an organization spon
sored by the 150,000-member NAIA, 
chances are that the habitual offender 
is either a drunk, on drugs, or has 
serious psychological problems. He 
invariably has many serious viola
tions on his record. He may even 
have lost his license—but that hasn ' t 
kept him off the road. 

25 a r r e s t s ; s t i l l d r i v i n g 

An example of just how habitual 
an offender can be was offered by the 
Indiana State Police Depar tment . 

This driver was a 49-year-old, mar
ried man. In 11 years he had been 
arrested 25 times for traffic viola
tions. His record included 10 arrests 
for drunken driving, 10 for driving 
Under suspension atid others for 
Speeding, reckless driving, running a 
fed light, signal violation and failure 
<<> display plates. 

He had been arrested an average 
°f 2.3 times a year, and had held his 
license legally for only three months 
during the 11 years. Hut he con
tinued to drive. 

Most safety experts agree that bad 
snd dangerous drivers were the major 
culprits behind at least half of those 
197] auto fatalities. That means they 
Caused 27.500 deaths. And drunken 
drivers make up the largest single 
group in the habitual offender cate
gory. 

America historically has been the 
least restrictive of nations on many 
issues. Hut when you compare her 
treatment of drunk drivers to that in 
Some other countries, which are far 
tougher OH them than she tends to be, 
sh<' may be accused of fatal permis
siveness on the highways. 

In Sweden, for example, a suspect 
Sd drunk driver must take a breath or 
blood test to show how much alcohol 
l s in his system. If the amount is 
above the legal limit, he immediately 

and automatically goes to jail for 
30 days. 

What 's being done to get the 
habitually offending drunk driver oil 
UJS. roads? 

Not enough, obviously, when one 
considers that automotive deaths, 
which dropped 1,400 between 1969 
and 1970, began to move upward 
again last year. Danger signals also 
were hoisted when the first-half fig
ure's for 1972 showed highway fatali
ties running ahead of 1971. 

So far, no safety program has suc
ceeded. 

A w e a p o n t h a t w o r k s 

What has succeeded is a habitual 
offender law as enacted in Virginia 
in 1968. Virginia highway deaths de
creased from 1,304 in 1969 to 1,206 
last year. New York State, without 
such a law. set a tragic record for 
highway deaths in 1971, with 3,227. 

Fundamental ly , a habitual of
fender law identifies the hazardous 
driver, and removes his driving 
privileges on the basis of a specified 
number of convictions and period of 
time within which they may be com
mitted. 

Fifteen states now have such laws 
on the books. Seven were passed in 
1972 and four others in 1971. Most 
specify that conviction of three major 

offenses and 10 or more minor of
fenses within a period of years—the 
number ranges from five to 10— 
makes a driver liable to be judged a 
habitual offender. Such a judgment 
calls for a license suspension of from 
two years to life. 

Most laws set mandatory prison 
terms for those brazen enough to be 
caught driving afterward. As a result 
of the Virginia law, at least 36 of
fenders are now off the roads and in 
prison. 

We believe that if every state had 
a similar law, strictly enforced by 
the police and courts, fatalities would 
be significantly reduced. Virginia is 
not the only barometer. By virtue of 
a "get tough" policy in Cook County, 
111., highway deaths were reduced 
32 per cent in just three months last 
year. 

It can be done. If we're going to 
win this war and make the nation's 
highways safer for responsible citi
zens, it must be done. END 

ALKM L. ( B U D ) LaBAR, author of this 
article, is president of the National 
Association of Insurance Agents, Inc. 
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Th< 
Boards Are 

"Strictly Male" 
No Longer 

" I t took about six months to get 
them to believe I was more than just 
an ornament ," says 25-year-old Deb
orah Imle. 

Miss Imle was describing her expe
riences as the only woman to sit on 
craft boards that review construction 
industry labor contracts and report to 
the Construction Indust ry Stabiliza
tion Committee—which was set up in 
March, 1971, to try to put a lid on 
skyrocketing building costs. 

A 1968 graduate of the University 
of Illinois, where she studied music, 
Deborah had no idea when she came 
to Washington four years ago that 
she would be working in a field she 
views as "strictly male." 

It happened after she took her sec
ond Washington job, as a Secretary 
for the Internat ional Association of 
Wall & Ceiling Contractors (and be
gan after-work studies at American 
Universi ty toward a master 's degree 
in business adminis t ra t ion) . Her du
ties at the Association branched out 
considerably from the secretarial 
area. 

With the advent of the stabilization 
program, Deborah became involved 
in digging out information for mem
bers on CISC. "There were a lot of 
problems and confusion," she recalls. 

Jurisdict ional disputes among 
unions working in the wall and ceil
ing area also required rounding up 
information. With such trarles as 
lathers, plasterers, carpenters, brick
layers and laborers involved in wall 
and ceiling work, conflicts over who 
does what a re common. 

Today, Deborah speaks for her or
ganization on four boards -for plas
terers, lathers, laborers and carpenters 
—which are among those that go 
over each new construction contract 
and, hopefully, keep it in line with 
CISC goals on levels of wages and 
extra benefits. 

Each board includes representa
tives of both management and labor. 

, Debbie Imle serves on four union-management boards that are part 
V of the effort to hold down labor costs in the construction industry-

i 
\ 
"She 's done a t remendous job for 

us ," says her boss, Joe M. Baker Jr . , 
executive secretary of the Associa
tion. On the spot because of a staff
er 's resignation as the stabilization 
program was getting under way, Mr. 
Baker sent Deborah to early meet
ings just to represent the Association. 

"She didn ' t just sit there, though." 
he says. "She 's really been able to 
grasp the problems intelligently." 

Mr. Baker feels Deborah has voted 
correctly on all but a few minor ques
tions. 

Deborah says she spends a lot of 
t ime preparing for her boards ' meet
ings by studying terms in contract 
set t lements around the country. In an 
average session, a craft board will re
view 10 to 35 new contracts. 

Being the only woman on the 
boards has had its awkward mo
ments, she says. "At first the atmo
sphere was rather stiff because they 
didn ' t know how to treat me." she re
calls. "And I'd get some funny looks. 
Or they'd think I was there as a sec
retary." 

When it dawned on the men on the 
boards that she was a full-fledged 
member, she reports, some would 
chuckle and say " I would inhibit 
communication. They said they'd 
have to be careful of what language 
they used. I told them to feel free t<> 
say whatever they p l a n e d . " 

Deborah is from llillsboro. III-- n 

small town where her mother m.in-
ages the family-owned Red Roostei 
Inn . " I functioned at one time or an
other as maid, waitress, room clerk, 
bartender and barmaid." she recall*-
Her dad, a lawyer, has run unsuccess
fully for ("ongress. 

She received her M.B.A. degree 
last spring with a 1.0 average out <>' 
a possible 5.0. At this point, she leal* 
towards a career in the labor reln-
tions area. 

Is she Women's Liberation ma t e ' 
rial'.' Well, not exactly. "I believe i" 
equal pay for equal work," she says 
"But I don't agree with a lot of their 
harshness." On the other hand, 
know I couldn't sit brick and be a 
housewife." END 
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Strictly Personal BY PETER WEAVER 

Those "inside" inns of 
Spain and Portugal 

Paradores and pousadas. They ' re the 
"insiders ' " inns of Spain and Portu
gal. T o promote tourism, the two 
countries ' governments supervise 
these superb lodging places on a 
break-even or loss basis. T h e govern
ments ' loss is the tourists ' gain. 

Many such inns are restored cas
tles or monasteries dat ing back to the 
Middle Ages. They ' re furnished and 
decorated with genuine ant iques. 

My wife and I recently visited 
some of these Iberian inns and found 
them to be a truly exciting travel 
bargain. Get this. Our average expen
diture' for a day 's lodging for two 
was $18. It included: deluxe room 
with balcony and view; most tips, 
taxes and service charges; and break
fast and dinner. The meals are some
thing special. 

At the parador in Lien, Spain, 
which is a restored mountaintop cas-
tle, our big meal consisted of: entre-
meses rariados (22 little dishes of 
meat, cheese, seafood and vegetable 
t idbits) , fish course (delicious hake 
with light sauce) , main course (beef 
° r turkey concoctions) and dessert 
•fruit or pas t ry) . Don't forget the 
wine. Tha t was included too. 

You feel somewhat like a boa con
strictor after one of these gastronom
ic events and should set a limit of 
°ne a day they offer such meals at 
both hmeh and d inner ) . 

'''Ven more spectacular than the 
extraordinary accommodations and 
nieals are the views from many inns. 
At the poasada in Serpa, Portugal, a 
converted convent, we could sip a dry 
Port in the evening and look out over 
rolling hills of olive groves from our 
Private balcony. It was so still, all you 
could hear was the faint tinkling of 
k ^ ' s on the necks of grazing donkeys. 

Prom our parador balcony in Avila, 
S Pa in (not far from Madr id ) , we 
could see the Eleventh Century 

MR. WKAVKK writes a syndicated neivs-
Papcr column on personal finance. 
and has a radio program which is 
broadcast by more than 100 stations. 

"great wall" that surrounds the city. 
T h e best way to visit these govern

ment inns is to rent a car in either 
Lisbon or Madrid and head out from 
there after seeing the local sights. 
You can get directions and all sorts 
of help, including confirmation of 
pousada and parador reservations, 
from your hotel 's concierge I conserje 
in Spanish and concierge or recep-
tionista in Por tuguese) . He 's the man 
to see. T ip him from 50 cents to $1 
in equivalent local currency for each 
bit of special assistance he gives. 

You need advance reservations for 
the pousadas and paradores. especial
ly in the peak spring and summer 
seasons. Your chances of getting 
choice reservations on shorter notice 
are better in fall and winter when 
most tourists have gone home. Oc
tober and November are beautiful 
months in Spain and Portugal. 

You can get reservations for the 
Portuguese pousadas through your 
travel agent. T h e Spanish paradores, 
however, require direct communica
tion. You can get the booklet, "Spain 

National Tourist Paradores and 
Wayside Inns ," by phoning or writ
ing one of the Spanish National 
Touris t Offices (New York, San 
Francisco, Chicago, Miami, St. Au
gust ine) . Travel agents should have 
the addresses. 

For the Portuguese pousadas, you 
can get the booklet, "Pousadas de 
Portugal ," by writing: Casa de Por
tugal, 570 Fifth Avenue, New York, 
N.Y. 10036. 

Some final tips: 
• You don' t need to take a lot of 
clothes. Inexpensive, same-day or 
one day laundry and dry cleaning 
service is available. Do take your own 
" T & T " (toilet paper and tissues). 
Some Iberian brands have the consis
tency of either wax paper or crepe 
paper. Also, take an electrical gadget 
kit that converts flat-pronged plugs 
into round ones and converts elec 
tricity into 115 volts. 

• You can avoid possible drops in 
the price of the dollar by getting 
Swiss francs, which are steadier in 
international exchange and which are 
welcome everywhere in Iberia. They 
are available in traveler 's check form. 

Don ' t cash your traveler 's checks a t 
your hotel or inn. Cash them at the 
nearest banco or casa de cambio, 
which saves you money. 

Buying a car 
abroad 

If you decide to buy a car overseas 
and bring it back with you, make 
sure it complies with the pertinent 
U.S. safety and emission s tandards. 
If it doesn' t—and many don't our 
customs inspectors won't let it in 
without expensive modifications. 

If you don't want to make a deal 
through the local representative of a 
foreign car manufacturer, you can get 
necessary import information by 
writing the Bureau of Customs, P.O. 
Box 7118, Washington, D.C. 20044. 

Avoiding 
jet jitters 

When you take an evening flight to 
Europe, you arrive in the middle of 
the night your time—while the Eu
ropeans are eating breakfast and hus
tling off to work. If you don ' t take 
steps to adjust to this time lag, it 
can make you ill for a week or so. 

According to Gay Gaer Luce, who 
wrote the book "Body T ime ," you 
should immediately try to think local 
time and "muddle through the day" 
until exhaustion drives you to sleep 
in the early evening hours. Then , 
wake up the next day and take break
fast on local time. 

The earlier the flight you can book, 
the better. On an evening flight, try 
to resist most of the airl ine's tempt
ing, heavy meal with the accomps 
ing parade of drinks. Skip the movie 
and get to sleep early. An eye mask 
and wax earplugs helped me. 

During the first two or three days 
abroad, order simple ftxxls you know 

and then only a fraction of what 
you normally eat. This will help your 
"confused" stomach adjust. And don't 
schedule energetic activities during 
these few adjustment days. 
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I L L U S T R A T I O N : M A R V I N FRIEC 

Crime: A Crushing 
Burden for Shippers 
The transportation industry has 
been staggering under an 
increasingly heavy load of losses 
from hijackings and thefts-
losses that are costly for all of us 

A trucking firm has cut its loss©" 
from hijacking to one half of 1 Ve* 
cent of its annual gross revenues o t 

$3 million—an amazing record f°r 

trucks traversing the streets of Great
er New York. 

But the price of success haSD 
been cheap. 

Nelson Distribution Corp., of S?' 
caucus, N.J., sends its trucks out i11 

convoy fashion under the protective 
surveillance of a helicopter. Some
times they are followed by arm*** 
guards. And the trucks are equipP6 

with a Space Age kind of gadget tha 
alerts the home office to unscheduled 
openings of truck cab doors. 

Hijacking has become a multimi'' 
lion-dollar fact of life for the truck
ing industry. Still, it accounts f°r 

Only part of the staggering losses in 
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this country every year from cargo 
thievery and robbery. 

New federal regulations require the 
transportation industry to file for the 
first time quarterly reports on losses. 
Experts on cargo crime believe the 
reports will show the annual take is 
now hovering at the $2 billion mark. 

The trucking industry is the No. 1 
victim—over $900 million in stolen 
merchandise in 1970 alone, the last 
year for which complete figures are 
available. That includes everything 
from a small hand tool to a truckload 
of valuable furs. 

American transportation, in all its 
forms, is in the grip of a crime wave. 
While overall crime increased 11 per 
cent in 1970, transportation crime 
shot up 23 per cent. 

Railroad losses amounted to $250 
million in 1970, some $210 million in 
merchandise disappeared from ships 
and docks and the airlines were hit 
for $110 million. With trucking in
dustry losses, it all adds up to a hor
rendous $1.47 billion. 

President Nixon has called for an 
all-out assault on the spreading men
ace of cargo crimes. He told a govern
ment-industry conference studying 
the problem that they "contribute to 
organized crime, erode profits and in
sidiously add to the costs of the prod
ucts we purchase." 

They're fighting back 
Until recent times, the transporta

tion industry looked upon cargo 
crime as an accepted part of doing 
business. Businessmen tended to 
shrug it off as a theft tax, involuntary 
Profit-sharing, shrinkage or overhead. 
But trucking, maritime, railroad and 
airline officials now realize it's a 
growing burden too staggering to ig
nore. They are trying to do some
thing about it. 

The Senate Small Business Com
mittee has been investigating the 
Problem for three years and the pic
ture emerging is not a pretty one. 
Secretary of Transportation John A. 
Volpe says: 

"At last we are beginning to see the 
tightly knit circle of fear, intimida
tion, bribery, blackmail, threats, pay
offs and rewards that spawn crime in 
transportation." 

While the direct cost of these cargo 
losses is placed at $1.47 billion the 

indirect costs are much higher—per
haps as high as $5 billion to $7 bil
lion. Huge sums are tied up in claim 
processing. 

The competitive market position of 
manufacturers and retailers is severe
ly weakened in the face of these 
losses. Insurance rates are escalating 
and the cost of beefing up security 
runs into hundreds of millions of 
dollars. 

No company—large or small—is 
immune from this insidious assault 
on its property. Not all of it is pro
fessional. Thousands of otherwise 
loyal employees walk off with mil
lions of dollars worth of merchandise. 

Still, looming large in the picture 
is the giant shadow of organized 
crime. Only organized crime, with its 
vast outlets, is equipped to dispose of 
such huge amounts of stolen prop
erty. 

Gilbert H. Meyer, chief special 
agent for the American Insurance As
sociation, told the Senate Small Busi
ness Committee: 

"I think many of these things are 
stolen on order and are handled by 
organized crime. The markets are al
ready established and the property is 
absorbed into our economic system 
just like a huge dry sponge. It just 
sucks it all up and it disappears." 

Take, for example, the recent case 
of a truckload of coffee hijacked just 
outside New York City. The truck 
was taken at 4:30 p.m. By 5:15 p.m. 
the coffee was being sold in a super
market at $1.34 for a two-pound can. 
The normal price is about $1.89. 

Or the case of another hijacking— 
this one involving a truckload of tele
vision sets. Within two and a half 
hours after the robbery, again near 
New York City, the sets were on dis
play in a discount store. 

Truck hijacking is now more lucra
tive than bank robbery. Last year the 
average loss in a bank holdup was 
about $4,500. Truck losses average 
about $47,(XX), and frequently top 
$100,000. 

Nelson Distribution Corp., which 
uses helicopters and electronic gad
getry to thwart hijackers, was forced 
to put muscle in its cargo security 
system after losing several costly 
loads of merchandise. 

Its trucks are a prime target for hi
jackers since they carry nothing but 

clothing—from $100,000 to $125,000 
worth per truck. 

Leonard Martin, president of Nel
son, reports his company now spends 
$130,000 a year for security of all 
types. It's costly protection: About 
$100 a day goes for renting the heli
copter. But the company's hijacking 
losses have dropped from roughly 
$75,000 a few years ago to $15,000 
last year. 

Losses for garment carriers in the 
New York area generally average 
from 4 to 6 per cent of their gross 
revenue, compared to Nelson's half 
of 1 per cent. 

Convoy duty 
Each morning a convoy of about 

15 trucks leaves the Nelson ware
houses in Secaucus for various retail 
outlets in Greater New York. On the 
top of each truck is a huge block 
number and on the sides iridescent 
identifying stripes. The helicopter 
service is alerted when the convoy 
starts out. 

"The pilot has a route map and 
knows where each truck is bound," 
Mr. Martin explains. "As one peels 
off from the convoy, the helicopter 
follows and makes sure it gets to its 
destination. Then the chopper re
turns to the convoy and repeats the 
procedure with each truck until they 
all have arrived safely." 

When weather prevents helicopter 
surveillance, armed Nelson security 
officers ride behind the convoy in un
marked company cars. 

Nelson has had specially designed 
for its use a remote ignition immo
bilizer which is being installed in all 
its trucks. If either door in a truck's 
cab is opened, at any time between its 
leaving company headquarters and 
arriving at its destination, a radio in 
the truck signals this fact to company 
headquarters. An operator simply 
presses a button and the truck engine 
cuts off. 

"All this is expensive, but we en
joy the lowest insurance rates in 
Greater New York," says Mr. Martin. 

New York police are eying the hel
icopter for more widespread use 
against hijackers. In conjunction with 
the Department of Transportation, 
they are experimenting with a system 
in which police copters are sent 
whirling out to find trucks which 
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Burden for 
S h i p p B r S continued 

haven't reached their destination and 
are presumed to have been hijacked. 

According to Sen. Alan Bible (D.-
Nev.), chairman of the Small Busi
ness Committee, many companies are 
victims of cargo theft due to their 
own carelessness or indifference. He 
cites such factors as messy paper 
work, inefficient physical security 
measures, lack of uniform reporting 
and identification procedures, and lax 
personnel policies. 

Interstate Commerce Commission
er Laurence K. Walrath agrees. 

"The most effective means of re
ducing the number of offenses," he 
says, "is to prevent them before they 
occur. It is our view that many thefts 
of transit goods are really crimes of 
opportunity which could have been 
prevented by reducing the opportu
nity and the temptation." 

No one knows that better than 
Robert F. Cudak, who picked up a 
newspaper one day and saw an air
line advertisement for a ramp man at 
New York's Kennedy International 
Airport. He applied for the job, was 
fingerprinted and questioned about 
his background. During the interview 
he was unable to show identification 
because, he said, he had just lost his 
wallet. 

Cudak's story was accepted and he 
was hired. 

Presumably, his fingerprints were 
never run through the police or they 
would have shown he'd spent several 
terms in prison. 

"Within three days I noticed the 
laxity in security for value boxes of 
Railway Express and Air Freight," 
he was to testify later before the Sen
ate Permanent Investigations sub
committee. "Shortly thereafter, I 
stole something from Air Freight and 
that was the beginning of my career 
as a thief in airports in New York 
City and elsewhere." 

During the next four years he 
and several confederates stole some 
$100 million worth of merchandise at 
airports across the country. 

Cudak told the subcommittee he 
and his gang rifled airport sacks at 
least 125 times. On one occasion they 
stole an entire truckload of mail and 
parcel post packages. They made off 
with stocks, bonds, furs, jewelry, 
cash, credit cards, checks and any
thing else that wasn't bolted down. 

Laying hijackers low: Helicopter 
escorts for convoys of trucks. 

Most of the merchandise was sold 
to "fences" who in turn moved it 
through well-established channels of 
organized crime, Cudak testified. 

He was paroled last January after 
serving less than two years of a 
seven-year term for interstate theft. 

Because of the international nature 
of much of the cargo shipments mov
ing through Kennedy Airport, the 
skyrocketing volume of thefts there 
forced the Treasury Department and 
its Bureau of Customs into action. 
Their system has been effective at 
Kennedy and other international 
ports of entry. 

The Department issued regulations 
requiring improved security for high-
risk cargo and reporting of losses by 
commodity and by location. At the 
same time, it beefed up its enforce
ment personnel. 

At Kennedy, cargo losses plum
meted from $3.4 million in 1969 to 
$568,000 in 1971—a drop of 83 per 
cent. In the first half of 1972, losses 
were reduced to about $200,000. 

As part of this improved enforce
ment procedure, Treasury agents in 
Miami seized a suitcase containing 
$2.5 million worth of heroin. In the 
ensuing investigation agents broke up 
a ring of cargo thieves, many of its 
members employees of airlines. 

In New York, Treasury agents 

teamed with New York police to 
crack two truck hijacking rings. Eight 
persons were arrested and two truck-
loads of electronic equipment valued 
at $105,000 were recovered. 

In other areas of transportation, 
however, the crescendo of cargo 
crime continues to rise. Some motor 
freight carriers refuse to haul high-
value cargoes that are attractive tar
gets for criminals. One trucking firm, 
for example, ordered a quantity °' 
merchandise and stipulated to the 
manufacturer it had to be shipped by 
some other carrier. 

The company explained it was too 
vulnerable to hijacking if carried m 
its own trucks. 

It is true that much of these cargo 
losses are covered by insurance, but 
as losses increase, so do insurancC 

premiums. Freight Traffic Services, 
Inc., recently conducted a survey ° n 

the subject. It found 33 out of 8* 
manufacturers, in 1969, had thetf 
premiums increased an average of 6' 
per cent in a six-month period be
cause of thefts. Of 38 manufacturers 
whose insurance was canceled, vSe 

were turned down flatly by other in
surance companies. 

The Department of Transportation 
is trying to convince air, sea and lafld 
carriers that there are advantages, I*" 
sides reducing or eliminating losses, 
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to strengthening their cargo security. 
"We are urging businessmen to 

consider the profit potential ," says 
Richard F . Lally, director of D O T ' s 
Office of Transporta t ion Securitv. 

"For the average trucking com
pany, for example, a $1 increase in 
operating revenue provides about a 
two-cent increase in profit. But a $1 
reduction in cargo claims can provide 
as much as 50 cents increased profit." 

Still, every time a technique has 
been introduced to prevent cargo 
crimes, artful crooks have found a 
way to get around it. 

Some electric alarm systems, for 
instance, are not foolproof. 

Anyone who has a little experience 
in electric circuitry can render them 
ineffective with a simple metal clip 
or piece of wire. 

Watch out for the alarm system 
which depends on the telephone line 
to t ransmit a signal to burglar alarm 

A Silver Lining 
The high cost of protecting busi
ness property is graphically shown 
in the growth of the three largest 
firms in the field of providing se
curity manpower. 

In the past 10 years, gross rev
enues of Pinkerton's, Inc., have 
risen from $42.7 million to $149 
million; of Burns International Se
curity Services, Inc., from $38.6 
million to $128 million; and of 
Wackenhut Corp. from $5.4 million 
to $55.7 million. 

headquarters. If the phone is in use 
the system won't work as many 
thieves already know. 

A crook with imagination can steal 
Slrncel anything. One man who 
Worked as a earloader at a Midwest 
mil terminal would remove the ship
ping tags from crates of raw furs and 
PUl on new waybills. The furs were 
'hen shipped to what sounded like a 
reputable company. Bui it wasn't a 
Company; it was the crook's residence. 

At home, he repacked and re-ad
dressed the furs, which he sent to 
legitimate fur dealers in Illinois. Mis-
S()nri and New York, among other 
Places. He had discovered this mar
ket by reading ads in trade journals. 

END 
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W h y l lt 'S F3Jr In a little country whose merchant 

Weather for Norway's ^ ™ S " ^ n 

S n i p p i n g Nell in the same boat" 

The Wilhelmsen Lines' Tom 
Wilhelmsen "cannot conceive" of 
a strike in his industry. 

Two years old, the tanker Synia is almost middle-aged by Norse maritime 
standards. She has a deadweight tonnage of 226,400—many times the 
weight of tankers of a generation ago, but less than that of newer giants. 

While the United States struggles 
to resurrect and modernize its dete
riorating merchant marine, a country 
whose population of 3.8 million 
roughly equals that of metropolitan 
Philadelphia has developed the 
world's fourth largest cargo fleet—a 
highly competitive flotilla of modern, 
efficient ships. 

Norway did it, without govern
ment subsidies, in a world cluttered 
with government-owned or govern
ment-supported merchant fleets. 

How has such a startling success 
been attained? 

In Oslo, shipowners, labor and gov
ernment officials and others say there 
is no secret. It's a private enterprise 
saga written by seafaring entrepre
neurs whose government allows them 
complete freedom—to run their own 
ships, build them anywhere, compete 
for traffic everywhere, raise capital 
on world financial markets and re
invest for ship replacement at a star
tling pace. 

There is also close cooperation be
tween shipowners and labor leaders 
for mutual benefits. The dominant 
Norwegian Seaman's Union has not 
called for a strike for 50 years. 

Perhaps most remarkable of all, 
Norwegian seafarers form a vibrant 
private enterprise island in a sea of 
socialized institutions in their own 
homeland. 

Their expansion contrasts sharply 
with America's sad experience. Our 
merchant marine slipped from 38 
million tons in 1947 to 16 million in 
1971, a third of which is older re
serve fleet units. Norway's zoomed in 
the same period from 3.8 million tons 
to 21 million. 

The U.S. Maritime Administration 
says active American-owned vessels 
flying the American flag now add up 
to 10 million gross tons. 

However, it points out that vessels 
which fly foreign flags but are owned 
by U.S. parent companies account 
for another 14 million tons. 

The main reasons why so much o\ 
America's shipping has been placed 
under foreign flags are freedom to 
hire lower-paid foreign crewmen and 
adjust crew-manning requirements to 
modern technology—plus some tax 
breaks. 

A d r a m a t i c recovery 
Norway's maritime growth record 

is even better than it appears. More 
than half of its pre-World War H 
tonnage and some 3,600 crewmen 
were lost during the war years. Buck' 
ing postwar economic hardship, the 
shipowners by 1949 had modernize" 
the fleet and brought it back to >ts 

1939 level. 
Then, as world trade grew, a strik' 

ing phenomenon occurred. Norway-
private fleet doubled in the 1950s. 1* 
almost doubled once more in tn 
1960s. And now, anticipating further 
long-range growth in world trade, l 

looks forward to doubling its sl7'e 

again in the 1970s. 
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The Norwegian Shipowners ' As
sociation points to these facts: 
• While Norwegians manage 9 per 
cent of the world's merchant ships, 
they account for 13 per cent, or one 
out of eight, of the orders for new 
ships being placed with world ship
yards. Significantly, Norway's own 
shipyards get only about one fourth 
of these orders. 
• Most Norwegian ships never see 
their home ports. Over 90 per cent 
are engaged in cross-trading between 
other countries, including the U.S. 
• Norwegian-flag vessels haul more 
of America's foreign t rade tonnage 
than is handled by our own ships— 
some 17 per cent vs. 6 per cent. Al
most a third of Norway 's fleet is en
gaged in U.S. shipping, with 30 ships 
calling each week a t the ports of New 
York, Philadelphia and Balt imore 
alone. 
• Norway's fleet is one of the young
est. Norwegian tax laws grant special 
depreciation allowances to encourage 
new ship purchases. 
• Shipowners in the past decade 
amassed over $4 billion in capital 
investment funds to modernize and 
expand their fleet—an amount ex
ceeding Norway 's entire national 
government budget last year. T o do 
so, they sold to others some 10.4 mil
lion tons of ships, or about as much 
as their total shipping capacity in 
1960. 
• Although Norwegian ship tonnage 
has quadrupled over the past 20 
Years, the number of Norwegian sea
men has remained roughly the same 
~-40,000—with one in four coming 
from other lands. Showing union ac
ceptance of change, 43 men were re
quired to operate a 10,000-ton Amer
ican Liberty ship during World War 
U; today, fewer than 90 Norwegian 
crewmen run vastly bigger, more au
tomated vessels. 

An age-o ld love affair 
The last point illustrates the basic 

•"©ason for the success of Norwegian 
teafaring. 

I t was underscored by Tom Wil
helmsen of the Wilhelmsen Lines, 
whose company operates so many 
Bhips it is considered the No. 1 ex
port firm of Norway. 

Mr. Wilhelmsen likes to talk of the 
age-old love affair between Norwe-
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gians and the sea and of the common 
at t i tudes this has spawned among 
owners, captains, crewmen and all 
others associated with Norway's mar
itime trade. 

" I cannot conceive of a situation 
where our unions would go out on 
str ike," declares Mr. Wilhelmsen. 
" In effect, we're all in the same 
boat." 

Olaf Karling, president of the Nor
wegian Seamen's Union, agrees. But 
he says: " I t would be a mistake to 
think we're simply a rubber s tamp 
for management proposals. We ' re 
looking out for the best interests of 
our workers. But the shipowners a re 
smart enough to realize that good 
labor relations are in their own best 
interests as well." 

Union acceptance of a u t o m a t o n 
and productivity increases has been 
abetted by a chronic shortage of Nor
wegian seamen—in contrast to U.S. 
shortages of seagoing jobs. T o a t t rac t 
men from shore jobs, where wages 
are almost as good as aboard ship, 
union-management emphasis has had 
to be on improving job s tandards , 
training and shipboard working con
ditions. 

One new approach is a "manage
ment and operations commit tee" 
aboard ship in which basic decisions 
are shared with crewmen. A joint em
ployer-employee fund is also being 
set up to deal more effectively with 
seamen's social and psychological 
problems. 

Behind this emphasis on human 
relations is the view expressed by 
David Vikdren, director of the Nor
wegian Shipowners ' Association. 
Norway, he notes, has no special 
monopoly on marine technology or 
development of new shipping tech
niques. 

"Others, including the United 
States ," he says, "can do just as well 
in this area. Indeed, research and de
velopment in shipping is so interna
tional in character that any lead is of 
short durat ion. 

"This means that the kind of men 
who run the ships becomes a decisive 
factor in competing for traffic." 

When asked what American ship
owners can learn from Norway's ex
perience, Norse shipowners reply: 
Get together with their unions and 
solve their manpower problems. 

J . B. Andersen, director of Scan-
Austral, a new consortium of Nor
wegian, Danish and Swedish com
panies in the general cargo field, 
says: "World shippers have learned 
to place their trust in Norwegian 
shipping because of our dedication 
to performance." 

M a n a g e m e n t and m a r k e t s 
H e adds that two other factors are 

basic in Norway's success saga: 
• Personalized management: "Be
cause of our tradition of individual 
and family-owned shipping, there is 
personal identification with living u p 
to contracts—with labor unions as 
well as customers. Shippers also look 
to Norwegian shipowners to make 
major decisions much more quickly, 
often giving us the edge in competing 
with companies with a committee-
type policy-making s t ructure ." 
• Market orientation: "We don' t just 
offer services on a take-it-or-leave-it 
basis; we tailor the service specif
ically for customer requirements. Un
like many others, we have no 'cap
tive cargo' set aside for us by special 
government cargo preference provi
sions. We must fight on the open 
market for every ton of freight we 
carry. We've thus developed a spe
cial alertness to means of improving 
service and finding and developing 
new markets ." 

An example of market pioneering 
is the highly successful development 
of Miami-based cruise ship traffic by 
the Norwegian Caribbean Lines. 

Knut Kloster, of the Lines' parent 
firm in Oslo, the Lauritz Kloster Co., 
says a new ship, the Sunward, was 
placed in trial service in the Carib
bean five years ago. At the t ime, the 
North Atlantic mari t ime passenger 
business was rapidly succumbing to 
airline competition. " Jus t about ev
eryone," Mr. Kloster says, "had 
written off ship travel for good." 

With sound promotion and labor 
union cooperation, the Sunward 
proved such a hit tha t the company 
currently has four new vessels in 
service. 

Norwegian shipowners intend to 
keep giving the best service a t the 
least cost, despite the challenges 
which a changing world and further 
growth impose on them. 
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Are they 
ringing up 
too much 
profit? 

1. How large is the average profit of U. S. manufacturing corporations?-

2. Can you define cash flow?. 

3. Is the employee's share of the corporate income dollar shrinking? -

4. Taxpayers with incomes of $30,000 or more comprise l.Xr; of all taxpayers. What percentage of 
total taxes do they pay? 

a) 10% 
b) 15% 
c) 20 ' , 
d) 25% 
c) 30% 

5. Do low corporate profits hurt the economy.' 

Need a few basic answers? 
The National Chamber answers these and other questions on business profits in a six-page brochure. 
Alter reviewing the brochure, you will want to distribute this informative message to your employees, 
to schools and colleges and other interested persons in your community. 

bill out this coupon lor Chamber of Commerce 
your free copy. <>f the I nited Slates 

U Please send me mv tree copy of 1615 H Street N.W. 
Profit is not a 4-I.etter Word! (2N28) Washington, D.C. 20006 

Name 

Organization 

Address 

City State Zip 



BUSINESS 
A 
LOOK 
AHEAD 
BY GROVER HEIMAN 

Associate Editor 

AGRICULTURE 

CONSTRUCTION 

CREDIT AND 
FINANCE 

Tomato farmers, especially those growing 
their crops for processing, may find that 
chemical stimulation of ripening agents will 
take a lot of guesswork and apprehension 
out of their harvesting operations. 

For years ethylene gas has been used to 
ripen tomatoes, and other fruits such as 
melons, in gas chambers. Fruit picked while 
green begins to produce its own ethylene 
when subjected to the gas, resulting in simul
taneous ripening. 

Now scientists have developed a way to 
trigger production of ethylene while the fruit 
is still on the vine. Plants are sprayed with 
a chemical compound called ethephon, which 
starts the natural ripening process. 

This past growing season, under an experi

mental permit from the Environmental Pro-
tection Agency, Amchem Products, Inc., Am
bler, Pa., marketed the compound under the 
trade name "Ethrel." Company officials re
port good results in every state where toma
toes are grown. In addition the compound 
was authorized for use on cherries, walnuts 
and apples. Again, good results are claimed, 
and the firm wants a regular EPA permit. 

William L. Sims, a vegetable specialist 
with the U.S. Agricultural Extension Service 
at the University of California, says the new 
field ripening technique will be of great bene
fit to late harvest areas, where farmers usual
ly expect to lose 25 per cent to 35 per cent 
of the potential crop. In a California test, the 
loss was only 20 per cent. 

Mortgage interest rates will stabilize generally 
at present levels and savings deposits will 
continue to flow strongly into savings and 
loan institutions in 1973. 

That's the forecast of outgoing Chairman 
Preston Martin of the Federal Home Loan 
Bank Board, who puts mortgage lending by 
insured savings and loans at more than $40 
billion both this year and in 1973. 

Speaking to the National League of Insured 
Savings Associations in Los Angeles, Mr. Mar
tin reported there were $38 billion in mort
gage loans by insured S&L's in 1971, and esti

mated the total this year would wind up be
tween $46 billion and $48 billion. The figure 
will be "well over $40 billion in 1973," he 
added. 

Looking at savings flow into insured S&L's, 
including interest credited, he forecast a total 
of $30.5 billion for 1972, compared to $27.3 
billion in 1971. For 1973 he estimated $22 
billion, noting this figure is still more than 
double the $10.8 billion in 1970 and $10-7 
billion in 1963, which were banner years. 

Interest rates, he predicted, "should stay 
relatively stable next year." 

Virtually every commercial bank in the nation 
may be affected by findings of a study on tax 
and loan accounts that the banks maintain 
for the Treasury Department. 

Under the tax and loan account system, 
banks collect federal revenues and make 
them available to the Treasury Department 
quickly and with minimal operating expense. 
According to the Treasury, the system is 
achieving its objectives for the government 
"most satisfactorily," but Treasury Secretary 
George P. Shultz says his Department is be
ginning a "restudy of the [accounts'] value to 
commercial banks." 

The system was established more than 50 
years ago to smooth out the nation's economy 
by minimizing the impact of Treasury finan

cial operations on reserves in the banking sys
tem and on the money markets. In the last 
30 years the system has been expanded to 
cover practically all federal revenues. 

Participating banks operate the accounts, 
aid in Treasury financing activities and Pr0 ' 
vide other services such as handling U.S-
Savings Bond transactions—all without direct 
compensation. Indirect compensation comes 
from the earning value of the balances in the 
various accounts, which critics of the system 
call "interest-free money." 

The study will consider, among other 
things, what services banks should be com
pensated for and the type of compensation 
they should receive. A similar study in 196' 
led to no changes. 
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FOREIGN 
TRADE 

MANUFACTURING 

Some day soon, stock prospectuses in Com
mon Market countries may seem strangely 
familiar to American investors. 

If the Council of Ministers of the European 
Communities approves a recent proposal to 
standardize prospectuses, their format prob
ably will be guided by rules like those of the 
U.S. Securities and Exchange Commission. 

Uniform standards for the contents, distri
bution and supervision of prospectuses in the 
member countries would be established. The 

goal would be development of an integrated 
European capital market. 

On the opposite side of the world, Japa
nese investors are already being exposed to 
the U.S. prospectus format. The Boston Gas 
Co., a subsidiary of Eastern Gas and Fuel 
Associates, has included a four-page Japa
nese language section in its prospectus for a 
$10 million debenture issue. Two Japanese 
securities firms are in the underwriting 
group. 

An estimated two thirds of the 300 million 
pairs of women's shoes produced in the U.S. 
next year will be fabricated from man-made 
materials, and industry experts see a con
tinuing trend toward using more synthetics, 
even if leather prices drop. 

Jack Monroe, president of The Williams 
Manufacturing Co., Portsmouth, Ohio, says all 
his firm's private label output is now made 
with synthetics and predicts "the industry 
will move from significantly under 50 per 
cent synthetics last year to significantly over 
50 per cent this coming year for shoes re
tailing in the $8 to $10 range." 

Though Du Pont has halted production of 

Corfam, the man-made material whose out
look once seemed rosy in the shoe industry, 
Pandel-Bradford, Inc., of Lowell, Mass., re
ports a 25 per cent increase this year in sales 
of vinyl and polyurethane materials used in 
shoes. A spokesman, who says Corfam costs 
"four times as much" as these materials, pre
dicts a similar increase next year. 

An attraction to U.S. manufacturers buck
ing stiff foreign competition is the fact that 
the materials not only come in a wide range 
of colors, but also lend themselves to m3ss 
production. Using injection molding tech
niques, for example, eliminates 13 steps in 
the manufacturing process. 

MARKETING Businessmen can expect a continued upturn 
in consumer confidence and demand, accord
ing to the latest survey of consumer attitudes 
by the University of Michigan's Institute for 
Social Research. 

In contrast to the pessimism expressed in 
the past several years, consumers polled 
showed a "significant upturn in expectations" 
about business conditions, the Institute re
ports. It explains: "For the first time since 
1969, more respondents anticipate good 

times during the next five years than bad 
times." 

Analyzing the results, Social Research In
stitute economists conclude that, generally, 
the recent gain in consumer sentiment is 
"characterized less by increased optimism 
than by a sharp reduction in pessimism." 

They note that mentions of good news were 
no more frequent in the latest sampling, but 
that mentions of unfavorable news were less 
frequent. 

NATURAL 
RESOURCES 

r**ANSPORTATION 

Although it will probably mean more federal 
government involvement and regulation of 
natural resources, adoption of some sort of 
national raw materials policy seems likely. 

A recent study by a National Research 
Council committee points up the growing 
gravity of the situation: The U.S. is now 
dependent on foreign sources for 22 of the 
74 nonenergy minerals essential for a mod
ern industrial society. 

The committee, whose study was done for 
the National Commission on Materials Policy, 
recommended government incentives and 
controls that would encourage use of abun
dant resources and discourage those in short 
supply. Materials listed as abundant include 
iron, aluminum, magnesium and silicates. 
Short supply materials include manganese, 
chromium, nickel, platinum, gold, mercury 
and tin. 

Water from a cannon, traveling at 7,200 
miles per hour, is seen as a promising 
weapon in the battle to reduce the high cost 
of tunneling through rock. 

Terraspace, Inc., a Rockville, Md., firm, 
recently received a $174,148 contract from 
the Department of Transportation's Federal 
Railroad Administration to build and test a 
10-foot-long water cannon designed to pul
verize granite. It will fire pulsed water jets 
that will produce pressures ranging from 
300,000 pounds to one million pounds per 
square inch. Testing starts next month. 

Federal Railroad Administrator John W. 
Ingram says the new technique "may be 
more rapid and economical than the drill and 
blast method or the use of mechanical cutters 
which are subject to wear and replacement." 

The contractor holds exclusive license to a 
U.S. patent granted to a Soviet Union sci
entist for a water cannon nozzle. Tests con
ducted in the U.S.S.R. with a nozzle smaller 
than the one planned for the American test 
program showed the cannon created forces 
sufficient to shatter the hardest rock or 
penetrate an inch of steel. 
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Editorial 
A New Blueprint? 

For 40 years, this country has been operating with a 
blueprint drawn up by President Franklin D. Roose
velt. The basic premise is: Send all problems to 
Washington. Uncle Sam can solve them with federal 
money. 

We haven't always realized that the only place that 
federal money can come from is taxpayers all over the 
country. 

As a result of his landslide election, President Nixon 
has an opportunity to draft a new and different blue
print which could guide our country for the next 40 
or more years. 

We hope he will. 
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Do 100 invoices a day 
for 25 bucks a week. 

Some companies do an awful 
lot of billing. They've got 
whole departments full of 
people. Big fancy machines. 
Maybe even computers. And 
they probably need them. 

But most companies send 
out only about forty to a couple 
of hundred invoices at a crack. 
They have a calculator, (prob
ably ours). A typewriter. And 
a billing clerk. And still it 
costs them more to send out 
each invoice than it costs the 
big guys. 

So Monroe went to work on 
a machine that does nothing 
but bill. And that's what we 
call it. JUST PLAIN BILL. A 
desk-top billing department 
that plugs into the wall. 

The fastest bill in the world. 
JUST PLAIN BILL really 

churns out the invoices. It's up 
to twice as fast as the high 
ticket "baby computers' on 

the market. But JUST PLAIN 
BILL doesn't just save time, 
it saves errors too. 

All you need is 
one good finger. 

Your secretary can type. 
She can bill too. JUST PLAIN 
BILL looks like and works 
like a typewriter. An invoice 
gets computed as it's typed. 
Eliminated are errors in your 
favor (which you hear about), 
errors in your customer's favor 
(which you don't), delays in 
billing (which mean delays in 
getting paid) and other major 
catastrophies like losing your 
system when an employee 
leaves. 

24 more hours for 
2̂ S bucks 

JUST PLAIN BILL can 
save you money in a lot of 
ways. First of all it costs less. 
On a lease around $25 a week. 

About 2/3 less than what the 
big, fancy billing machines 
cost. At the same time it will 
save your bookkeeper/billing 
clerk up to 24 hours a week. 
We'll leave it up to you to 
convert those hours and 
minutes into dollars and cents. 

How can faster, smaller 
and better be less 
expensive? 

We did it by simplifying 
the billing function as much 
as possible. We eliminated 
the computer extras unneces
sary for most businesses, and 
concentrated on the essentials. 
A fast, accurate invoice. Auto
matic pricing per hundred/ 
per thousand/per dozen/per 
anything. Chain discounts, 
taxes, and day's end sales 
results. 

Looking costs nothing. 
As we said, JUST PLAIN 

BILL is simple. One look and 
you'll agree. In 365 cities we 
can show you what we mean 
in half an hour. Or we can 
send pictures, facts and the 
results of a study done by a 
major consumer-testing firm 
that document our story and 
your savings. Just call your 
local man from Monroe. 

Monroe. 
The Calculator 

Company. 



Our Bic Banana 
office special 

makes real scents. 

Buy 6 dozen Bic Bananas. Get Faberge's 
Brut and Tigress Colognes Free! 

To get you to try only six dozen Banana while dealer stocks last. Ask your office supply 
Porous Point Pens, we'll give you a free bottle dealer for our standard office assortment (3 
of Brut (for him) and Tigress (for her) co- black, 2 red, 1 blue), or our all-solid pack (black, 
lognes —a $10.15 value, g p ^ ^ j r ryv^blue or red). Specify Offer #FL-1296. 
They'll make perfect gifts y/^^k |Ciw^k /-xrNrk /^,.You've got to admit a sweet smell-
around the office. But hurry \ljm m # I ^ i p 4 ^ i p 4 m £ °^er "ke t m s doesn't come 
and place your order now Kfli m POROUS POINT PEN along every day. 

Available only through office supply dealers. Slightly different offer available in Canada. 


